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Why  you  should  go 
for  a  slim  waistline. 

This  is  the  shape  of  feeding  bottle  sales.  The  highly 
identifiable  shape  of  a  Freflo  polycarbonate  bottle. 

This  year  we're  promoting  bottles  in  a  bigger  way  than 
ever  before  with  colour  pages,  in  all  the  mother  and  baby 
magazines. 

The  shape  focuses  attention  on  the  many  important 
features  that  set  Freflo  apart 

Like  the  rimless  neck  thafs  more  hygienic  and  easier  to 
clean.  The  polycarbonate  surface  that's  fully 
boilable  and  virtually  unbreakable.  And 
the  choice  of  teats  which  develops 
through  all  stages  of  feeding. 

Make  sure  your  customers  are  able 
to  get  hold  of  Freflo,  the  feeder  with  the 
slim  waistline,  by  ordering  yoursupplies 

eariy-  omniJOTj 

byGriptight 
Little  things  mean  a  lot. 


Lewis  WoolfGriptight  Ltd.,  144,  Oakfield  Road,  Birmingham  B29  7EE.  Telephone:  021-472  4211. 
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^foirre  looking  at  a  £7m 
growth  area. 

The  women's  electric  shaver  market  has  already 
passed  the  £7m.  mark  and  is  still  growing  rapidly. 

Thanks  to  our  advertising  and  your  help. 

And  we're  keeping  Ladyshave  in  front  with  a 
further  £750,000  worth  of  support. 

Starting  in  May  with  a  four  week  run  on  nation- 
wide TV  for  our  new  commercial. 

Followed,  for  the  first  time  ever,  by  a  massive 
campaign  in  women's  magazines. 

With  support  like  this  behind  Ladyshave, 
the  advantages  of  stocking  up  on  it  could 
grow  on  you. 

Simply  years  ahead. 
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Boots  on  the  record 

It  has  taken  the  pharmaceutical  Press  five  years  to  catch  up 
with  me,  Mr  Bernard  Silverman,  Boots'  chief  pharmacy 
superintendent,  joked  when  he  addressed  a  conference  of 
Buckinghamshire  contractors  on  Sunday  (p508).  It  was 
indeed  the  first  time  we  had  an  opportunity  to  report  Mr 
Silverman's  words  of  wisdom,  but  we  think  they  may  have 
been  worth  waiting  for. 

Not  that  Mr  Silverman's  headlines  are  in  any  way 
sensational:  it  is  simply  that  he  dodged  no  issues 
concerning  his  company  s  policies  and  made  the  most  of 
his  chance  to  give  public  warning  to  the  Government  that 
even  the  multiples  have  to  live  and  may  not  be  squeezed 
beyond  endurance. 

So  what  was  Mr  Silverman's  message?  First  he  asked 
contractors  to  stop  complaining  that  they  had  no  extra 
remuneration  since  1975.  On  average  they  had  had  73.5  per 
cent — but  the  cost  of  living  had  risen  by  105  per  cent. 
Secondly,  the  balance  could  be  made  up  by  wholesaler 
discounts — but  the  Government  proposed  to  take  that 
away,  and  the  wholesalers  probably  couldn't  afford 
discounts  without  reducing  service. 

Having  next  made  his  case  for  the  retention  of 
pharmaceutical  services  in  a  retail  environment,  Mr 
Silverman  went  on  to  warn  the  Secretary  of  State  that  if  the 
profitability  of  dispensing  fell  below  that  of  other  retail 
activity  the  future  of  the  service  was  in  doubt.  Some 
pharmacists  may  welcome  the  change,  of  course,  and  the 
answer  to  Mr  Silverman's  question  about  remuneration 
being  satisfactory  may  actually  be  "yes"  for  the  lucky  few 
who,  by  accident  or  design,  find  themselves  next  to  group 
practices  or  health  centres,  with  low  overheads  and,  for 
them,  total  job  satisfaction.  Those  few  should  remember, 
however,  that  under  an  averaging  system  their  gain  is 
another  pharmacy's  loss — and  usually  also  the  loss  of  a 
comprehensive  pharmaceutical  service  where  the  public 
finds  it  convenient  to  shop. 

So  are  Boots  prepared  to  act  in  defence  of  their  beliefs? 
We  report  Mr  Silverman's  remarks  in  detail  so  readers  can 
judge  for  themselves  the  extent  to  which  they  constitute 
unshakeable  opposition  to  sanctions.  However,  during  the 
question  time  Mr  Silverman  was  confronted  with 
independent  pharmacists'  fear  that  if  they  took  industrial 
action  "Boots  would  be  glad  to  take  over  all  the 
dispensing".  In  reply,  he  promptly  turned  the  tables, 
expressing  his  own  fear  that  not  all  independents  would 
toe  the  sanctions  line. 

Unfortunately,  Mr  Silverman  is  almost  certainly  right, 
which  is  a  serious  indictment  of  the  profession's 
understanding  of  its  need  for  unity.  When  you  are  doing 
better  than  the  average  there  is  always  the  temptation  to 
say  "I'm  all  right,  Jack".  But  if  those  below  the  average  fall 
out  of  the  race  the  pharmaceutical  service  as  we  know 
it  will  collapse,  probably  leaving  today's  fortunate 
stranded  among  a  system  of  State  dispensaries. 

Boots  must  be  well  aware  of  this  and  as  they  have  more 
to  lose  than  most  their  defence  tactics  deserve  respect. 
At  the  moment  they  are  saying  "dignified  negotiation" — 
but  was  there  in  Mr  Silverman's  address  a  hint  that  the 
company's  patience  has  limits?  Of  course,  the  profession 
should  not  hang  so  much  on  the  whim  of  one  company,  nor 
even  of  multiples,  independents  or  any  other  grouping.  The 
trouble  is  that  "debate"  is  usually  confined  to  frustrated 
proprietor  pharmacists  who  may  not  always  be  the  best 
judges  of  the  general  good.  Hopefully  Mr  Silverman  will 
help  fuel  the  debate  again  soon — and  perhaps  he  will  be 
joined  by  his  CCA  and  Co-operative  colleagues. 
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Action  on  script 
endorsements 


The  Pharmaceutical  Services  Negotiating 
Committee  is  trying  to  reduce  the  num- 
bers of  prescriptions  being  returned  to 
pharmacist  contractors  for  further  en- 
dorsement. 

The  committee  has  made  formal  rep- 
resentations to  the  Department  of  Health 
that: 

□  Where  only  one  proprietary  prepara- 
tion is  available  for  supply  against  a 
generic  order,  the  prescription  should  not 
be  returned  to  the  pharmacist  contractor. 

□  Where  there  is  only  one  pack  size 
available  or  one  strength  available,  the 
prescription  should  not  be  returned  for 
endorsement  for  strength  or  pack  size 
respectively. 

□  Where  an  item  is  neither  included  in 
Parts  VA.  VB  or  VD  of  the  Drug  Tariff, 
the  pharmacist  contractor  should  be  en- 
abled to  endorse  the  prescription  either 
with  the  brand  and  pack  size  of  the 
product  or  with  the  ingredient  cost  but 
that  he  should  not  be  required  to  do 
both. 

□  Where  a  pharmacist  contractor  indi- 
cates the  source  of  the  item,  that  is  the 
maker  rather  than  the  brand  of  the 
product,  the  prescription  should  not  be 
returned  for  further  endorsement. 

PSNC  says  contractors  will  be  kept 
fully  informed  of  the  progress  of  these 
negotiations  and.  in  the  meantime,  they 
are  advised  to  endorse  prescriptions 
according  to  the  Drug  Tariff  1980 
(appendix  p  1 78 ) . 

Pharmacists  'on  NHS' 
says  Labour  chief 

Pharmacists  should  be  employed  by  the 
NHS  and  one  of  the  "major  drug  com- 
panies" should  be  nationalised,  according 
to  Mr  Stanley  Orme,  Opposition  spokes- 
man on  social  services. 

Speaking  at  the  Association  of  Scienti- 
fic, Technical  and  Managerial  Staffs 
national  conference  on  the  NHS.  last 
week,  Mr  Orme  said:  "One  of  the  weak- 
nesses of  the  NHS  is  that  the  whole 
emphasis  is  centred  on  hospitals — 
Many  people  might  go  throughout  their 
lives  and  never  need  to  go  into  hospital, 
yet  there  is  hardly  a  person  who  does  not 
have  to  call  on  the  services  of  the  GP 
or  the  dentist  and  the  optician,  the  phar- 
macist or  the  chiropodist,  yet  none  of 
these  are  really  part  of  the  health  ser- 
vice as  such." 

He  continued,  "One  of  the  worrying 
aspects  of  the  medical  service  at  the 
moment  is  the  widespread  use  of  drugs 
...  I  feel  that  the  drug  industry  should 
be  much  more  under  public  control  and 
T  re-iterate  that  we  should  return  to  the 
Labour  policy  of  bringing  one  of  the 
major  drug  companies  into  public  owner- 
ship." 
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In  his  speech  Mr  Orme  also  attacked 
the  Conservative  Party  for  considering 
private  medical  insurance  as  an  alterna- 
tive method  of  financing  the  NHS  and 
"the  emphasis  now  being  placed  on 
charity. 

"Labour  must  re-emphasise  its  com- 
mitment to  the  conception  of  a  national 
health  service — free  at  the  time  of  need 
for  all,  paid  for  by  the  community  dur- 
ing their  working  lives  by  direct  taxa- 
tion .  .  .  There  is  a  world  of  difference 
between  raising  money  to  provide  extras, 
such  as  television  sets  and  chairs  for 
patients,  as  opposed  to  raising  money  as 
part  of  the  financing  of  the  NHS." 

Mr  Orme  further  stated  that  preven- 
tive medicine  was  an  area  that  "needed 
urgent  attention"  and  gave  a  vote  of  con- 
fidence to  community  health  councils 
which  should  be  "strengthened  and 
financed  accordingly." 
□  As  well  as  considering  private  in- 
surance as  an  alternative  method  of 
financing  [he  NHS.  the  Department  of 
Health  confirmed  this  week  that  a  new 
National  Health  stamp  was  also  under 
consideration. 


PSNC  to  see 
Minister  over 
Review  Body 

Representatives  of  the  Pharmaceutical! 
Services  Negotiating  Committee  are  tol 
meet  Dr  Gerard  Vaughan,  Minister  fori 
Health,  on  April  2  to  discuss  PSNC'sl 
request  for  a  Review  Body  for  phar-| 
macist  contractors. 

PSNC's  representatives  will  be  its  chair-l 
man,  Mr  David  Sharpe,  and  chief  ex-I 
ecutive,  Mr  Alan  Smith.  The  Department! 
of  Health  will  also  be  represented  by  Mrl 
P.  Benner,  a  deputy  secretary. 

The  Parliamentary  motion  urging  the! 
Government  to  set  up  a  Review  Body! 
"to  advise  on  the  pay  of  retail  phar-| 
macists"  had  been  signed  by  27  MPs  as! 
C&D  went  to  press  on  Wednesday.  I 

Dr  Vaughan  said  in  a  Commons! 
written  answer  on  Tuesday  that  the  Sec-I 
retary  for  Social  Services  had  nearly! 
completed  his  consideration  of  the  Rel 
view  Body  proposals  and  hoped  to  bei 
able  to  announce  his  decision  "very! 
shortly."  A  meeting  of  PSNC  is  planned! 
for  April  9;  one  scheduled  for  this  weekjl 
was  cancelled. 

The  Guild  of  Hospital  Pharmacists  iJ 
sending  a  letter  to  the  Secretary  urging! 
him  to  establish  a  Review  Body. 


Supermarkets  threat  grows 


More  toothpaste  is  being  sold  through 
grocery  and  supermarket  outlets  (42  per 
cent)  than  chemists  (40  per  cent),  accord- 
ing to  the  latest  IPC  Cosmetic  and 
Toiletry  survey,  January-December  1979. 

This  is  just  one  figure  which  shows 
the  threat  facing  chemists  from  the 
growth  in  sales  through  supermarkets, 
department,  drug  and  grocery  outlets. 

Hairsprays  show  a  dramatic  10  per  cent 
sales  decrease  for  "all  chemists"  resulting 
in  a  12  per  cent  increase  for  grocers  and 
supermarkets  and  4  per  cent  for  depart- 
ment stores.  Figures  show  there  has  been 
a  four  per  cent  decrease  in  use  (45-41 
per  cent)  by  those  questioned. 

The  survey  is  based  on  a  sample  of 
4,258  women  between  the  ages  of  13 
and  64,  who  were  asked  where  they 
made  their  last  purchases  of  cosmetic 
and  toiletry  products.  Chemist  outlets 
are  sub-categorised  into  Boots  and  others. 
Whereas  Boots  gained  a  percentage  point 
in  the  sale  of  toothpaste  (now  26  per 
cent  of  sales),  the  "others"  lost  two  per 
cent  of  total  sales  (now  14  per  cent); 
both  categories  lost  5  per  cent  in  hair- 
spray  sales. 

In  cosmetic  sales  the  chemists  group 
as  a  whole  continues  to  hold  its  own 
although  Boots  are  responsible  for  more 
than  two-thirds  of  sales.  Department 
stores  however  continue  to  compete,  sell- 
ing more  lipsticks,  lipgloss,  eyeshadows, 
mascaras,  eyeliners  and  foundations  than 
the  "other"  chemists. 


Women,  according  to  the  survey,  stili 
prefer  to  buy  spot  removers  from  chem- 
ists (Boots  39  others  38)  with  grocers 
supermarkets  and  department  stores 
totalling  only  9  per  cent  of  sales,  a  drop 
of  3  per  cent  on  the  previous  year's 
figures. 

Similarly  with  suntan  preparations 
chemists  have  67  per  cent  of  sales,  an 
increase  of  3  per  cent  on  the  year. 

Sanpro  continue  their  traditional  sales; 
through  chemists  who  hold  a  steady  6fj 
per  cent  of  sales  (Boots  41,  other  24) 
21  per  cent  of  purchases,  however,  are 
now  through  supermarkets,  a  slight  in 
crease  on  the  previous  year. 

More  deodorants  are  being  solc| 
through  grocery  and  supermarket  outlets 
(20  per  cent)  than  "other"  chemists  (1(1 
per  cent)  which  suffered  a  two  per  cenl 
fall  on  the  previous  year.  Chemists  holdj 
51  ner  cent  of  all  deodorant  sales. 

While  the  shampoo  market  remain 
stable  (Boots  32,  other  19),  conditioner.1! 
and  cream  rinses  show  a  decline  of  4| 
per  cent  in  sales  through  the  "other' 
chemists  (from  23  to  19  per  cent) 
Chemists  still  continue  to  hold  a  58  pel 
cent  share  of  conditioner  and  crearr 
rinse  sales. 

Copies  of  the  survey  may  be  obtainec 
at  £140  for  the  first  copy,  £185  for  twc 
copies,  and  £36  for  each  subsequent  cop) 
from  Mr  D.  Train,  IPC  Magazines  Ltd 
Lavington  House,  Lavington  Street 
London  SE1  1BR. 
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New  contract 

proposals 

circulated 

The  Pharmaceutical  Services  Negotiating 
Committee  has  published  proposals  for  a 
new  NHS  contract  for  pharmacists.  This 
"Chemists'  charter"  is  being  circulated  to 
Local  Pharmaceutical  Committees  who 
are  asked  to  comment  by  April  28. 

PSNC  says  that  full  implementation 
ultimately  depends  on  agreement  being 
reached  on  the  rational  location  of  oon- 

J  tracts.  The  "charter"  includes  proposals 
for  a  new  contract  in  the  absence  of  such 
agreement,  together  with  a  longer  term 
policy  based  on  rational  location.  Details 

j  of  the  proposals  start  on  p542. 

Lower  rates  for 
rural  pharmacies? 

Pharmacies  in  rural  areas  should  be 
given  rating  differentials,  believes  Mr 
Marcus  Kimball,  MP. 

Opening  a  debate  in  the  House  of 
Commons  last  week  on  rural  com- 
munities he  said:  "We  must  sustain  the 
eight  Ps  in  the  community — the  parson, 
policeman,  publican,  postman,  physician, 
pharmacist,  primary  school-teacher  and 
petrol  pump  attendant." 

He  added  that  it  was  "very  important" 
for  rural  pharmacies  to  have  prescrip- 
tions available  for  old  people  in  villages. 
The  new  "code  of  conduct"  for  NHS 
dispensing  in  rural  areas  would  help,  and 
pharmacies  and  post  offices  should  be 
given  rating  differentials  if  they  were 
far  away  from  "administrative  centres." 
He  thought  the  Government  should  look 
at  ways  in  which  more  resources  could 
be  made  available  to  rural  areas  for  this 
purpose. 

Commenting  on  the  decision  to  estab- 
lish the  Rural  Dispensing  Committee,  Mr 
Tom  King,  Minister  for  Local  Govern- 
ment, said  it  provided  evidence — not  just 
talk  that  the  Government  had  taken  prac- 
tical steps  in  tackling  the  problems  of 
rural  areas. 

Rural  economics 
inquiry  rejected 

The  Government  has  rejected  a  call  by 
Dr  Roger  Thomas,  MP,  for  an  inquiry 
into  the  economics  of  rural  pharmacies. 

Dr  Thomas  asked  the  Secretary  for 
Social  Services  to  establish  a  study  on 
Drescribing  methods  and  frequency  to 
5nd  out  whether  a  reduction  of  the 
jurden  on  general  practitioners  was  hav- 
ng  a  detrimental  effect  upon  the  Viability 
ind,  in  many  instances,  the  continued 
existence  of  rural  chemists. 

Dr  Gerard  Vaughan,  Minister  for 
health,  said  in  a  Commons  written 
mswer,  "I  do  not  consider  that  such  a 
itudy  would  serve  the  purposes  that 
3r  Thomas  appears  to  have  in  mind". 
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NPA  go  ahead  with 
computer  programme 

The  National  Pharmaceutical  Association 
is  to  go  ahead  with  a  programme  of 
advice  lo  members  on  the  feasibility, 
selection,  financing,  contractual  relation- 
ships acquisition,  installation,  security 
and  insurance  of  micro-computers. 

The  NPA's  computer  consultants.  Peat, 
Marwick,  have  submitted  the  report  of 
a  six-week  study  during  which  members' 
pharmacies  had  been  visited,  wholesalers' 
computer  systems  had  been  examined 
centrally  and  the  NPA  Board's  computer 
sub-committee  had  met  four  times. 

The  NPA  Board  decided  at  its  meeting 
on  February  26  that  the  office  should 
prepare  a  precis  of  the  report  for  sale  to 
members,  plus  a  Supplement  note  sum- 
marising important  warnings;  the  busi- 
ness services  committee  should  consider 
introducing  training  seminars  on  the  use 
of  computers;  a  member  of  the  senior 
staff  be  available  to  address  branch  meet- 
ings on  the  subject. 

The  Board  also  agreed  to  tell  members 
that  the  recommendation  in  the  report 
that  trade  discounts  and  the  level  of  ser- 
vice provided  by  wholesalers  to  com- 
mitted retail  pharmacists  be  contractual 
was  sound  advice.  The  office  would  make 
approaches  to  Independent  Chemists 
Marketing  Ltd  and  wholesalers  to  discuss 
the  principles  involved.  The  NPA  busi- 
ness aids  department  would  not  itself 
become  a  supplier  of  computer  equip- 
ment, but  the  office  would  proceed  with 
its  investigation  of  micro-computer  sys- 
tems for  retail  pharmacists — starting  with 
accounting  systems. 


Discussions  with  interested  pharma- 
ceutical bodies  and  the  Department  of 
Health  would  be  re-opened  on  the  sub- 
ject of  common  product  coding,  and  the 
office  would  maintain  contact  with  the 
National  Computing  Centre. 

Numark  last  week  (C&D,  p460)  an- 
nounced that  they  were  proposing  a 
national  pharmaceutical  "interface"  com- 
puter product  code,  possibly  based  on 
that  used  by  the  C&D  Price  Service. 

Queen  opens  plant 

With  the  opening  of  Albright  &  Wilson's 
£20  million  phosphates  complex  by  the 
Queen  last  week,  the  company  became 
the  largest  producer  of  phosphoric  acid 
in  the  UK. 

Mr  Livingstone,  deputy  chairman  and 
managing  director,  said:  "The  new  phos- 
phates complex  is  a  mark  of  our  con- 
fidence in  British  technology,  in  the  skills 
and  experience  of  our  people  and  in  our 
determination  to  remain  at  the  forefront 
of  our  industry." 

After  a  tour  of  the  Marchon  works  at 
Whitehaven  the  Queen  unveiled  a 
plaque  of  green  Cumbrian  slate  and 
pressed  a  switch  to  start  the  plant. 

Woolworth  pay  more 

F.  W.  Woolworth  and  Co  Ltd's  sales 
staff  will  be  paid  a  minimum  rate  of 
£55.00  per  week  from  April  7,  following 
negotiations  with  the  Union  of 
Shop,  Distributive  and  Allied  Workers. 
USDAW  negotiates  for  about  40,000 
staff  employed  at  nearly  1,000  Wool- 
worth  and  Woolco  stores  or  Shoppers 
World  showrooms  throughout  the  UK. 
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OTC  medicines  need  high 
advert-to-sales  ratios 


"Marketing  is  the  science  of  satisfying 
consumer  needs — profitably. "  That  de- 
finition was  offered  by  Mr  R.  C.  A.  Hall, 
marketing  director,  LRC  Products  Ltd, 
at  a  Pharmaceutical  Society  Industrial 
Pharmacists  Group  meeting  on  "The 
marketing  of  pharmaceutical  products". 
Mr  Hall  was  speaking  about  the  market- 
ing of  over-the-counter  medicines  and 
why  the  OTC  market  existed.  There  were 
numerous  medical  and  economic  reasons, 
he  said,  and  most  people  nowadays 
thought  that  individuals  should  self-treat 
minor  illness  symptoms. 

Several  surveys  had  shown  that  nine 
out  of  every  ten  adults  feel  unwell  at 
least  once  every  four  weeks  and  most  of 
these  bought  OTC  medicines.  He  said 
that  99  per  cent  of  doctors  thought  the 
public  should  be  encouraged  to  treat 
minor  ailments  themselves,  and  53  per 
cent  said  their  biggest  single  irritation 
was  patients  who  consulted  them  about 
trivialities.  Health  care  costs  could  be 
saved  by  purchasing  OTC  medicines,  and 
for  most  families  these  were  only  a 
modest  item  in  the  household  budget. 

Efficient  communication 

Advertising  OTC  medicines  was  the 
most  efficient  way  of  communicating  with 
the  public.  Any  company  that  advertised 
had  to  be  sure  of  the  quality,  consistency 
and  efficiency  of  their  product.  The  OTC 
industry  was  often  criticised  because  its 
advertising-to-sales  ratios  were  high.  But 
for  any  product  there  was  an  advertising 
threshold — the  minimum  amount  needed 
before  there  was  any  consumer  response. 
Because  this  figure  was  high,  perhaps 
over  £250,000,  and  the  OTC  market  was 
small,  it  meant  high  advertising-to-sales 
ratios.  A  survey  carried  out  two  years 
ago  by  the  Office  of  Fair  Trading  found 
that  advertising  was  important  in  the 
economics  of  scale  production. 

Mr  Hall  then  talked  about  the  differ- 
ences between  the  marketing  of  OTC 
medicines  and  fast-moving  packaged 
goods  (FMPGs).  Most  successful  FMPGs 
created  their  own  market,  which  was  im- 
possible for  OTCs —  new  illnesses  could 
not  be  produced,  and  it  would  be  im- 
moral and  illegal  to  try.  Greater  legis- 
lation existed  for  OTC  medicines  at 
several  stages  in  the  marketing  process — 
in  product  development,  packaging  and 
advertising.  A  promotional  campaign  for 
FMPGs  included  much  "below-the-line" 
activity— coupons  and  special  offers — this 
was  not  allowed  for  medicines. 

Television  commercials  for  FMPGs 
could  create  rapid  mass  demand,  he  said. 
This  did  not  happen  with  OTC  medicines 
as  the  advertisement  would  only  influence 
those  who  were  ill  al  the  time.  The  em- 
phasis was  on  building-up  long  term 
awareness  and  reassurance.  Display  at 
the  point-of-sale  was  important — there 
was  a  stronger  link  between  display  and 


purchase  for  OTCs  than  FMPGs. 

Mr  M.  D.  Daly  from  Royds  (Lon- 
don) Ltd,  talked  about  the  advertising 
of  OTC  medicines.  Stringent  controls 
were  applied,  he  said,  probably  more 
than  for  any  other  products  except 
cigarettes.  The  product  licence  was  the 
strait-jacket  for  any  claims,  and  all  ad- 
vertisements were  scrutinised  'by  several 
bodies  including  the  Proprietary  Associa- 
tion of  Great  Britain. 

A  wide  choice  of  media  was  available 
for  OTC  advertisements  and  television 
was  not  necessarily  the  most  effective. 
Mr  Daly  then  explained  his  own  ideas 
for  successful  commercials.  The  first  thing 
was  to  "flag  the  problem"  and  identify 
with  the  sufferer.  Then  the  product  should 
be  presented  with  sympathy,  authority 
and  conviction.  "Emphasise  the  promise 
next"  he  said,  "and  do  it  in  warm,  human 
and  understanding  terms".  The  final  point 
was  to  be  human,  not  humorous,  as 
unwell  people  did  not  appreciate  amusing 
advertisements.  Consistency  of  advertis- 
ing themes  was  important.  When  a  suc- 
cessful formula  was  established  it  should 
be  maintained  to  ensure  consumer  aware- 
ness and  loyalty. 

In  his  talk  on  the  marketing  of  pre- 
scription medicines,  Mr  D.  Thompson, 
marketing  director,  Ciba-Geigy,  concen- 
trated on  the  loss  of  pharmacists  from 
marketing.  The  trend  began  in  the  early 
1960s  with  the  number  of  pharmacists 
employed  as  medical  representatives  de- 
creasing, and  after  ten  years  the  loss 
spread  to  marketing  executives. 

A  survey  in  1979  showed  that  only  6 
per  cent  of  industrial  pharmacists  under 
40  were  employed  in  marketing  and  only 
a  third  of  marketing  pharmacists  were 
under  40.  Mr  Thompson  thought  the  loss 
of  pharmaceutical  influence  from  mar- 
keting would  be  unfortunate  for  the  in- 
dustry  and  the  profession,  as  marketing 
influences  company  philosophy. 

Salaries  and  conditions 

Correcting  this  trend  would  involve 
several  parties.  Industry  management 
should  ensure  that  salaries  and  conditions 
in  marketing  compared  favourably  with 
other  jobs  open  to  pharmacy  graduates. 
They  should  also  try  to  improve  the 
image  of  marketing  as  seen  'by  students 
and  young  pharmacists.  Like  other 
students  they  were  biased  against  in- 
dustry in  general  and  especially  market- 
ing. Schools  of  pharmacy  were  more 
sympathetic  and  the  industry  should  de- 
velop this  link. 

The  Pharmaceutical  Society  could  help 
by  allowing  some  or  all  of  the  pre- 
registration  training  to  be  spent  in  mar- 
keting. It  should  also  facilitate  discus- 
sions on  the  role  of  pharmaceutical  mar- 
keting. Practising  pharmacists  only  see 
the  edge  of  the  role  and  don't  appreciate 
the  background  or  liaison  with  others. 


Gina  Swainson,  the  1980  Miss  World, 
from  Bermuda,  being  presented  with  a 
silver  Kent  hairbrush  by  Mr  Alan  Crosby, 
managing  director  of  Kent  Brushes  during 
a  recent  visit  to  this  country. 


Individual  marketing  executives  could 
improve  their  image  by  not  trivialising 
products  and  by  being  more  professional, 
Finally  Mr  Thompson  stressed  that  mar- 
keting was  not  just  purveying,  and  thai 
selling  products  today  would  provide  the 
money  for  tomorrow's  research. 

Guild  want  officers 
to  keep  their  rights 

Hospital  pharmacy  should  continue  tc 
be  a  functionally  managed  service  an 
new  pharmaceutical  officers  should  main- 
tain their  existing  relationship  to  new 
management  teams  and  health  authori 
ties.  Officers  should  still  have  right  o 
access  to  the  chairman  of  the  new 
authorities  and  the  right  to  attend  man 
agement  team  meetings  when  matters 
affecting  pharmacy  were  to  be  discussed 

The  council  of  the  Guild  of  Hospita 
Pharmacists  decided  at  a  recent  meeting 
to  put  these  points  to  the  Departmeni 
of  Health  in  reply  to  the  consultative 
document,  "Patients  first."  The  counci 
has  received  strong  backing  from  Guile 
groups  for  maintaining  the  principles  oi 
the  Noel  Hall  report.  The  reply  to  thf 
Department  would  also  suggest  that  there 
may  be  a  need  to  redesignate  Noel  Hal 
area  boundaries  to  take  account  oi 
changes  in  the  distribution  of  beds  anc 
the  integration  of  community  services  as 
a  result  of  the  1974  re-organisation. 

A  letter  is  to  be  sent  to  the  Depart- 
ment's chief  pharmacist  requesting  thai 
any  changes  in  organisation  of  the 
quality  control  service,  in  the  light  oi 
NHS  restructuring,  should  be  given  full 
consultation  with  the  Guild. 

The  divisional  officer,  Donna  Haber 
said  that  consideration  of  the  1980  pa> 
claim  could  not  yet  start  because  the 
pay  research  unit  was  still  to  report  on 
the  NHS  scientists'  pay  scales.  A  reply 
to  the  Pharmaceutical  Whitley  Council 
staff  side's  claim  for  a  minimum  of  five 
weeks  leave  had  still  not  been  received, 
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What  do  you 
recommend  for  indigestion 
and  heartburn? 


Many  doctors  now  prescribe  or  recommend  one  of  the 
new  alginate/antacid  formulations,  and  patients  like  them  because 
they  work  so  well. 

Now  there's  an  alginate/antacid  product  that  you  can 
recommend  without  hesitation  because  it's  palatable  (caramel 
flavoured)  and  easy  to  carry  around  -  it  comes  in  foil-sealed  tablets 
-  and  also  modestly  priced. 

NEW 

TOPAL 

alginic  acid  with  antacids 

Topal  comes  from  a  major  pharmaceutical  group  with 
companies  in  six  European  countries.  Like  all  the  company's 
pharmaceutical  products  it  is  sold  only  through  retail  pharmacies. 

The  launch  of  Topal  is  being  supported  by  national 
detailing  and  press  advertising  to  general  practitioners,  but  the 
product  may  also  be  purchased 
without  prescription. 

There's  also  a  special 
introductory  trade  bonus  offer. 

Full  details  on  TOPAL 
and  the  bonus  offer  from 
De  Witt  International  Ltd. 


Concept  Pharmaceuticals  Ltd. 

a  member  of  the  Pierre  Fabre  Group 

59-61  High  Street  Rickmansworth,  Herts.  WD3  1EZ 

Distributed  by:  De  Witt  International  Ltd., 
Seymour  Road. London  E10  7LX 
Telephone  01 -539  3334 
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Buckinghamshire  LPC  conference,  Aston  Clinton 


Why  Boots  prefer  'reasonable 
negotiation'  to  sanctions 


Boots  attitude  to  industrial  action  was 
spelled  out  this  week  by  Mr  Bernard 
Silverman,  the  company's  chief  pharmacy 
superintendent  and  a  Company  Chemists 
Association  representative  on  the  Phar- 
maceutical Services  Negotiating  Commit- 
tee. 

Having  pointed  out  that  multiples' 
pharmaceutical  services  were  being 
eroded,  like  those  of  the  independents 
(see  below),  Mr  Silverman  said:  "I  know 
that  some  of  you  are  therefore  tempted 
to  ask  "Why  doesn't  the  CCA,  and  Boots 
in  particular,  do  something  about  it? 
Come  out  on  strike,  apply  sanctions, 
withdraw  from  the  NHS  contract,  unite 
with  the  profession  or  show  it  a  lead?' 

"Well,  before  you  ask  the  question  I 
shall  reply.  We  have  never  been  disposed 
towards  militancy  while  we  see  the  way 
ahead  through  statesmanlike  and  digni- 
fied negotiation.  We  believe  that  there  is 
still  some  hard  negotiating  to  be  done 
between  reasonable  professionals  and 
reasonable  Government  Ministers. 

"But  apparent  passiveness  and  low 
profile  should  not  be  mistakenly  con- 
strued as  implicit  satisfaction,  disagree- 
ment with  our  independent  colleagues  or 
even  laissez  faire.  I  want  that  message  to 
come  over  clearly  to  you  and  to  Patrick 
Jenkin  too." 

Below  the  cost  of  living 

Mr  Silverman  began  by  comparing 
1975  and  1980  remuneration  (see  table 
on  p509)  to  show  that  it  was  untrue  to 
say,  as  some  did,  that  contractors  had 
"not  had  a  pennypiece  more  since  1975". 
However,  their  increase  was  only  73.5 
per  cent  compared  with  a  105  per  cent 
rise  in  the  cost  of  living — and  there  was 
still  the  question  of  whether  the  1975 
'base  had  been  satisfactory. 

Some  independents  with  low  overheads 
might  be  happy  with  the  £20,000  gross 
profit  for  the  average  contractor,  but 
from  that  must  be  deducted  £3,500  for 
return  on  capital,  plus  rent,  rates  and  the 
cost  of  a  dispensing  assistant  at  least, 
leaving  perhaps  £8,000-£9,000.  "Is  that 
sufficient  reward  for  what  you  are  putting 
into  pharmacy?"  asked  Mr  Silverman. 
Taking  discounts  into  account,  the  gross 
profit  had  risen  by  103  per  cent,  but 
that  required  the  contractor  to  rely  on, 
and  keep,  the  discounts — which  he  would 
not  be  allowed  to  do  because  the  Govern- 
ment demanded  that  the  14p  per  pre- 
scription be  forfeited. 

Mr  Silverman  continued:  "Since  it  is 
obvious  that  wholesalers'  discounts  are 
responsible  for  bringing  profit  up  to  any- 
thing like  an  acceptable  level  we  should 
ask  certain  pertinent  questions:  — 
1.  Has  government  any  right  to  claw 
back  wholesalers  discounts?  If  so  what 
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other  provision  is  it  making  to  ensure 
that  the  gross  profit  level  is  adequate? 

2.  Tf  NHS  dispensing  business  is  akin  in 
any  way  to  retail  trading,  should  not  a 
trader  be  able  to  retain  some  or  all  of 
the  benefits  derived  from  his  efficiency, 
his  entrepreneural  skills,  his  preparedness 
to  part  with  his  capital  and  part  with  it 
sooner  rather  than  later? 

3.  Can  pharmaceutical  wholesalers  really 
afford  to  give  away  discounts  and  if  so 
how  long  can  they  keep  it  up? 

4.  What  is  the  effect  on  the  service  given 
by  wholesalers  to  their  pharmacist  cus- 
tomers and  the  effect  upon  the  service 
by  chemists  to  their  public? 

5.  If  vertical  integration  means  that  a 
large  organisation  conducts  a  warehous- 
ing and  distribution  operation — a  whole- 
saling operation — at  considerable  cost  in 
operation,  administration  and  the  em- 
ployment of  capital,  what  right  has 
government  to  assume  that  the  profits 
from  that  operation,  even  if  they  are 
identifiable,  can  be  squeezed  to  the  point 
where  distribution  is  no  longer  a  viable 
proposition?" 

Retail  environment 

Mr  Silverman  believed  that  most 
pharmacists  in  general  practice  wanted  to 
provide  a  community  service  in  a  retail 
environment — "certainly  the  public  like  it 
that  way."  He  also  believed  that  govern- 
ment sought  to  perpetuate  pharma- 
ceutical services  in  shopping  centres — "A 
good  service  but  as  cheaply  as  possible  to 
the  taxpayer."  But,  Mr  Silverman 
appealed,  "Get  the  balance  right  Mr 
Jenkin." 

An  excellent  professional  service  could 
be  given  where  other  retail  business 
prospered,  but  government  should  be 
under  no  illusions:  "If  the  profitability 
of  dispensing  is  inferior  to  that  which 
can  be  derived  from  other  retail  activity 
when  practised  in  a  retail  arena  then  it 


becomes  less  attractive  to  provide  a  dis- 
pensing  service."  This  applied  to  both 
independents    and    to    multiples — the 
closure  over  the  last  two  years  of  100 
Boots  pharmacies  could  not  have  gone 
unnoticed.  "The  discontinuation  of  the 
all  night  pharmacy  at  Piccadilly  Circus 
last  year  and  the  gradual  erosion  of  the 
extended  services  in  the  large  city  centres  m 
may  have  been  avoided  if  respectable  il 
rewards  for  providing  those  services  had  ■ 
been  forthcoming." 

Franks  recommendations 

Turning  to  the  Franks  panel  report,  Mr  I 
Silverman  said  that  when  the  Depart-  I 
ment    of   Health,    Ministers    and    the  I 
Treasury  examined  the  financial  implica-  I 
tions  certain  priorities  became  evident.  I 
"To  remain  credible  the  profit  formula  I 
recommendations  had  to  be  accepted.  I 
This  would  give  contractors  £34m  in  I 
retrospective  payment  1976-79  and  nearly  I 
£16m  more  profit  i(5p  per  script)  in  1980.  1 
To  be  certain  that  the  DHSS  did  not  I 
have  to  pay  out  an  extra  £50m  in  1980,  ■ 
a  year  of  cut  back,  ways  had  to  be  found  m 
to  negate  the  profit  payments  recom-  | 
mended  by  the  panel.  I 
"So  the  Department  first  looked  at  the  I 
£34m  and  it  struck  them  as  conveniently 
coincidental  that  it  might  be  equated  to 
a  figure  of  discounts  assumed  to  have 
been  received  by  contractors  during  1978 
and    1979.    The    Franks    panel  didn't 
examine  discount  received  over  the  years.  } 
Had  they  asked  me  I  could  have  told 
them  categorically  that  my  1,100  pharma- 
cies  didn't  receive  any  discounts  and  that '? 
they  receive  none  to-day.  It  might  have 
been  a  convenient  way  for  DHSS  to 
wipe  off  the  £34m  they  owe  contractors, 
but  one  could  hardly  expect  PSNC  to 
accept  the  justification  without  a  proper  I 
inquiry. 

"Then  the  Department  cast  an  eye  on 
the  5p  more  profit  to  be  paid  on  every  J 
script  in  1980  and,  knowing  that  con- 
tractors could  receive  and  are  receiving 
wholesalers'  discounts,  it  proposed  an 
extra  9p  discount  off  every  script  as  an 
interim  with  confirmation  of  the  final 
deduction  following  an  inquiry.  In  simple 
terms,  the  package  applied  in  1980  gives 
contractors  not  a  penny  piece  to  put  in 
order  the  profit  shortfall  between  1975 
and  1979  and  reduces  the  profit  in  1980 
by  4p  a  script. 

"The  Secretary  of  State  called  it  a 
'deal'  and  I  was  obliged  to  ask  him: 
'What  sort  of  a  deal  is  it  which  makes 
contractors  worse  off  by  4p  a  script?'  He 
says  that  in  his  view  the  package  offer 
is  far  from  being  ungenerous  and  I  res- 
pond by  asking:  'What  sort  of  generosity 
is  it  that  reduces  a  profit  barely  keeping 
apace  with  the  cost  of  living,  even  after 
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the  inclusion  of  wholesalers'  discounts, 
to  an  even  lower  level?' 

"Can  you  wonder,  therefore,  that  the 
PSNC  sees  as  its  only  hope  the  establish- 
ment of  a  Review  Body  to  examine 
regularly  all  aspects  of  contractors'  re- 
muneration, to  fix  a  reasonable  base  for 
profit  and  notional  salary  of  the  phar- 
macist proprietor  and  to  ensure  that  the 
annual  updating  of  these  base  figures 
reflects  the  cost  of  living  and  protects 
the  continuation  of  a  vital  service  in  so 
doing?" 

Contract  dissatisfaction 

Outlining  the  new  contract  proposals 
(see  p542).  Mr  Silverman  said  that  if 
the  contract  provided  adequate  re- 
muneration no-one  would  be  concerned 
about  its  complexity.  The  Franks'  panel 
had  rejected  the  idea  of  a  contract  which 
simply  applied  an  agreed  profit  margin 
to  the  ingredient  cost  as  in  most  other 
retail  trading  activity.  PSNC  had  there- 
fore, been  obliged  to  accept  that  DHSS 
would  always  work  through  a  system  of 
identifying  and  reminbursing  costs  and 
applying  a  margin  of  profit. 

Thus  any  new  contract  could  only  re- 
imburse  costs   either   individually  and 


The  only  "saving  grace"  about  discoun- 
ting on  "ethicals"  may  be  that  it  will 
give  independent  pharmacists  an  oppor- 
tunity to  compete  with  multiples  in  the 
purchase  of  the  better  pharmacies. 

That  view  was  expressed  by  Mr  Alan 
Ritchie,  chairman  of  Macarthys  Pharma- 
ceuticals, who  in  examining  future  trends 
in  pharmaceutical  wholesaling  foresaw 
many  more  disadvantages  stemming  from 
discounting — less  frequent  delivery, 
shortened  credit,  closure  of  low  value 
accounts  and  less  generous  prices  for 
OTCs. 

Mr  Ritchie  traced  discounting  prob- 
lems to  Unichem 's  decision  to  base  re- 
bates on  total  account  value,  a  move 
Which  broke  the  spirit  of  resale  price 
maintenance  since  it  was  not  permitted 
to  give  financial  inducements  to  make 
purchases.  "We  begged  Unichem  to 
stop",  but  manufacturers  were  apathetic 
and  wholesalers  who  lost  turnover  to 
Unichem  inevitably  retaliated.  Those  who 
did  not,  such  as  Macarthys,  "got  clob- 
bered like  mad"  and  by  1978  their 
average  account-value  of  £400  per  month 
showed  that  Macarthys'  were  being  used 
as  a  fill-in  only.  In  May  1978  Macarthys 
themselves  started  discounting  and  took 
a  lot  of  "stick"  for  it  because  they  made 
no  secret  of  the  fact. 

It  was  easy  to  say  that  pharmacists 
should  not  have  been  tempted  by 
Unichem  and  others,  but  during  the 
1970s  they  had  seen  their  markets  filtered 
into  other  outlets.  However,  in  due 
course  the  discounts  would  be  assessed 
and  clawed  back  by  the  NHS.  The 
Franks  panel  was  insisting  that  vertically- 
integrated  groups  should  be  brought  into 
the  assessment — which  led  Mr  Ritchie  to 
comment  on  Mr  Silverman's  "sad  story" 


specifically,  or  through  an  averaging 
system  distributing  a  global  sum,  or  a 
combination  of  both.  The  new  proposals 
worked  towards  the  principle  of  com- 
bination of  a  distribution  through 
averaging  with  some  individual  re- 
imbursement. The  objective  was  to  load 
the  global  sum  with  as  much  as  could 
successfully  be  negotiated — for  example, 
greater  recognition  of  the  value  of  the 
working  proprietor,  higher  net  profit 
margin  and  higher  property  costs  (all  this 
being  "new"  money)  and  astute  updating 
of  costs  (additional  money).  At  the  same 
time  individual  costs  such  as  pre-registra- 
tion  training  grants,  oxygen  service  pay- 
ments and  out-of-hours  fees  would  be 
reimbursed  to  contractors  incurring 
them.  "The  concept  is  a  good  one  pro- 
vided that  the  distribution  of  the  global 
sum  is  carefully  scrutinised  to  ensure 
reward  approaching  the  ideal  in  equity — . 
individual  appraisal  of  costs  and  profit 
margin  for  each  contractor  which  is  not 
administratively  feasible." 

But,  Mr  Silverman  concluded,  "It 
should  be  recognised  that  the  new  con- 
tract proposals  do  not  simplify  the  re- 
muneration contract  in  any  way.  If  any- 
thing the  package  is  more  complex." 


about  Boots'  wholesaling  overheads,  say- 
ing that  perhaps  other  wholesalers  could 
offer  them  a  better  discount! 

In  the  past  ten  years  all  good  pharma- 
cies coming  onto  the  market  had  been 
bought  by  multiples  (Macarthy's  Savory 
&  Moore  chain  was  allowed  only  to  buy 
existing  businesses  and  not  to  open  new 
ones  in  competition.)  The  multiples  had 
been  prepared  to  pay  a  higher  purchase 
price  because  they  took  account  of  both 
retail  and  wholesale  margins — their  re- 
turn on  capital  was  better  than  the 
independent's  because  the  latter  had  no 
access  to  discount;  because  of  discoun- 
ting independents  would  have  as  good  a 
chance  to  make  the  purchase  as  the 
multiple. 

Wholesalers  had  a  high  element  of 
fixed  costs  and  in  the  past  1H  per  cent 
of  their  15  per  cent  margin  had  been 
spent  on  servicing  the  business.  But  if  a 
net  6-7  per  cent  was  given  in  discounts, 
and  the  wholesaler  was  left  with  only  8-9 
per  cent,  he  must  drop  his  overheads  dra- 
matically by  reducing  the  people  em- 
ployed or  the  service,  or  by  increasing 
turnover.  So  far  wholesalers  had  tended 
to  go  for  turnover,  but  had  not  been 
helped  by  the  fact  that  three  major  com- 
panies had  cut  wholesale  margins,  bring- 
ing the  overall  figure  available  down  to 
14  per  cent. 


Alan  Ritchie — wholesalers'  future 


Wholesalers  such  as  Macarthys  with 
low  value  accounts  had  scope  to  increase 
turnover,  but  in  some  parts  of  the 
country  a  wholesaler  would  have  all  the 
available  business  and  discounts  meant 
giving  away  margins  without  new  turn- 
over. "A  lot  of  small  wholesalers  are  now 
making  no  money  at  all  and  we  know 
from  approaches  to  buy  that  they  are 
having  a  very  rough  time". 

The  wholesalers  who  were  left  in 
business  would  be  "locked  in"  to  discoun- 
ting because  the  Department  of  Health 
would  be  assuming  and  clawing  back  the 
discount  from  the  contractor.  Price  infla- 
tion would  then  increase  costs,  leaving 
wholesalers  no  alternative  but  a  steady 
reduction  in  service.  Mr  Ritchie  hoped 
that  it  would  not  come  to  a  reduction  in 
the  stock  range,  but  there  had  to  he  a 
reduction  in  the  frequency  of  delivery 
and  probably  in  the  length  of  credit 
offered.  Many  suppliers  were  giving 
wholesalers  less  than  30  days  and  that 
may  have  to  be  passed  on  as  the  whole- 
saler was  "squeezed".  Prices  on  over- 
the-counter  goods,  hitherto  subsidised  by 
the  margin  on  "ethicals"  ("Numark  cer- 
tainly costs  us  money"),  would  be  less" 
advantageous,  making  retail  pharmacists 
less  able  to  compete  in  the  market. 
Finally  must  come  closure  of  low-value 
accounts — probably  all  of  those  under 
£1,000  per  month. 

Mr  Ritchie  feared,  in  conclusion,  that 
as  in  grocery  retailing,  the  smaller  outlet 
would  not  be  able  to  call  on  the  services 
of  more  than  one  wholesaler — and  if  that 
wholesaler  did  not  have  an  item  in  stock 
the  chemist  would  not  be  able  to  get  it. 
Summing  up,  Mr  Ritchie  said:  "I  am  not 
filled  with  euphoria;  I  believe  we  are 
in  for  a  very  tough  time  indeed." 
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Your  Bank 

Manager 

would  like 
you  to 

start 

piercing 

ears! 


Would  you  believe  some  chemists  are 
taking  over  £100  per  week  Ear  Piercing? 

With  an  initial  outlay  of  about  £60  and  a  profit  mark-up  of  about  200%  you  can 
see  why  it  makes  Bank  Managers  very  happy.  In  England  alone  there  are  now 
over  500  chemists  in  the  happy  position  of  making  substantial  money  from  Ear 

Piercing.  If  you  would  like  to  find  out  more,  simply  pick  up  the  'phone,  or  send  in 
the  coupon  and  we  will  be  happy  to  provide  all  the  information  you  need. 


Please  send  me  the  Inverness  brochure 

Please  ask  a  representative  to  telephone  me  to  arrange  a 
No  Obligation  demonstration 


Name 


□ 
□ 


Address 


Telephone  No. 


Automatic  Ear  Piercing 

LOUIS  MARCEL  LIMITED 

12  Bexley  Street,  Windsor,  Berks.  Tel.  Windsor  51336 
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PEOPLE 


TOPICAL  REFLECTIONS 


The  1980  Medal  Lecture  of  the  Society  of 
Cosmetic  Scientists  was  given  by  Dr 
Darrell  S.  Wilkinson  (left)  on  "The 
dermatologist  and  the  community". 
Presentation  of  the  Silver  Medal  was  made 
by  the  Society's  president,  Dr  A.  J.  Tyler 
of  Max  Factor 

Mr  David  Sharpe,  FPS,  president  of  the 
Pharmaceutical  Society,  was  the  subject 
of  a  short  article  in  the  Financial  Times 
last  week.  Headed  "Cashing  in  on 
apothecary"  the  story  discussed  Mr 
Sharpe's  "highly  successful  line  in 
replicas  of  apothecary  jars".  The  article 
said  he  would  be  launching  in.  the 
autumn  a  new  line— a  "drug  pot"  decora- 
ted with  the  colourful  paraphernalia  of 
the  dispenser — which  he  feels  may  prove 
popular  with  a  wider  public.  The  jars  are 
sold  through  Cory  Bros  (Hospital  Con- 
tracts) Co  Ltd,  of  which  Mr  Sharpe  is 
managing  director.  Cory  showed  ex- 
amples of  their  wares,  including  repro- 
ductions of  10  jars  from  the  Society's 
collection,  at  last  year's  NPA  Show. 
Professor  H.  P.  Rang,  head  of  the 
department  of  pharmacology.  University 
College,  London,  has  been  elected  a 
Fellow  of  the  Royal  Society  for  his 
studies  on  drug  receptor  sites. 

Deaths 

Pledger::  Mr  W.  A.  Pledger,  OBE,  gen- 
eral sales  manager  of  the  dressings 
division,  Robinsons  of  Chesterfield.  Mr 
Pledger,  aged  61,  had  worked  for  Robin- 
sons for  24  years. 

Downing:  On  March  19,  Mr  Cyril  James 
Downing,  MPS,  of  St  Albans,  Herts. 
Mr  Downing  registered  in  1924. 

News  in  brief 

□  A  new  54-page  guide  for  the  bulk 
handling  of  chlorine  at  user  installations 
has  been  published  by  the  Chemical  In- 
dustries Association  (CIA).  It  formalises 
co-operation  over  many  years  between 
major  producers  and  users  of  chlorine 
in  the  UK.  Copies  available  (cash  with 
order  only)  from  CIA  Publications  De- 
partment, Alembic  House,  93  Albert 
Embankment,  London  SE1  at  £8.00  to 
CIA  member  companies,  £12.00  to  non- 
members  and  £13.00  to  overseas  pur- 
chasers. Prices  include  postage. 


by  Xrayser 


Sleep  on  this! 

I  do  not  consider  it  my  good  fortune,  over  the  past  20  years,  to  have 
dispensed  private  prescriptions  for  the  patients  of  a  particular  doctor 
whose  fees  are  as  exotic  as  his  clients.  The  items  ordered  are  always 
the  same.  In  his  early  days  it  was  amphetamine,  then  dexamphetamine, 
then  Drinamyl,  and  finally  today  Duromine  and  Tenuate  Dospan.  But 
then  this  is  hardly  surprising  for  the  patients  too  are  almost  identical: 
brittle  sophisticates  whose  professional  needs  require  such  help  and 
who  know  that  for  money  they  can  get  it.  I  disapprove  because  the  whole 
set-up  feels  wrong. 

Yet  I  read  that  Tenuate  Dospan  was  discussed  in  Parliament  because 
the  drug  had  been  prescribed  for  some  poor  woman  who  had  battered 
one  of  her  children  to  death,  I  feel  just  as  uneasy.  It  was  made  clear 
there  was  no  suggestion  that  her  addiction  to  the  drug  was  the  cause  of 
the  death,  so  why  raise  the  point  at  ali  when  the  product  is  going  to  be 
further  restricted  s'hortiy?  The  reasoning  seems  at  fault  as,  to  my  mind, 
does  a  system  which  so  casually  allows  prescriptions  and  repeats  to  go 
on  and  on  and  on  without  clinical  reassessment  by  the  prescriber,  upon 
whose  shoulders  the  responsibility  for  addicted  patients  must  rest.  I  no 
longer  think  it  is  an  excuse  to  piead  that  the  effects  were  not  known,  for 
if  a  doctor  gives  a  drug  he  ought  to  monitor  its  effect  on  that  patient, 
never  mind  what  the  drug  companies  say. 

If  you  think  I  am  pitching  this  a  bit  strong,  just  turn  your  eyes  to  the 
statement  in  the  Commons  last  week  by  Sir  George  Young,  Under- 
Secretary  for  Health,  who  said  that  in  1977  (the  latest  figures  available!) 
one  hundred  thousand  and  seventy  people  were  discharged  Trom 
hospital  or  died,  due  to  adverse  effects  of  medicinal  agents — and  that 
1,440  more  were  admitted  to  mental  hospitals  diagnosed  as  addicted  to 
some  drug  or  other.  Addiction,  though  a  serious  spectre  in  the  public 
eye,  pales  into  a  nothing  when  compared  with  the  damage  caused  by 
unchecked  prescribing. 


Use  and  misuse 


Good  judgment  does  seem  to  be  missing.  This  whole  article  stems  from 
a  discussion  with  a  patient  this  morning.  She  came  in,  distressed, 
bearing  a  script  for  temazepam.  Her  doctor  told  her  she  would  get  no 
more  Valium  2mg,  nor  Mogadon,  from  him  because  he  had  been  warned 
of  the  effects,  and  that  she  was  becoming  addicted.  This,  said  to  a 
sensible  75-year-old  ex-professional  woman,  struck  us  both  as  rather 
silly,  for  as  she  said:  "Does  it  really  matter  at  my  age  if  I  become 
slightly  dependent  on  a  mild  drug,  and  enjoy  a  good  night's  rest  and 
reasonable  days?" 


Fun  Of  the  fair 


It  must  be  extraordinarily  difficult  for  anyone  negotiating  on  our  behalf 
to  arrive  at  a  workable  system  of  payment  which  has  to  accommodate 
a  sliding  scale  of  discounts  that  can  be  seen  at  a  glance  to  be  fair  and 
which  works  out  in  practice  to  be  so.  We  all  must  have  looked  at  that 
sliding  scale,  and  if  you  are  like  me,  agreed  on  sight  that  it  was  a  Good 
Thing.  So  it  is  a  bit  alarming,  to  say  the  least,  to  read  the  carefully- 
worked  examples  in  Mr  John  lies'  articles  and  to  see  graphed  out  the 
actual  effect  of  what  we  took  to  be  a  fair  scheme. 

Needless  to  say  I  have  suffered  and  although  I  think  it  is  unfair  to  try 
to  thump  our  PSNC,  it  does  seem  to  reinforce  my  argument  that  we 
should  always  try  to  avoid  "averaging"  or  "lumped  together"  systems  in 
favour  of  specific,  properly  worked  out  agreements.  I  don't  suppose 
they  need  me  to  give  point  to  this  admirable  exposure  of  what  must 
have  been  a  truly  unthought-of  consequence  of  graded  discounts.  Looks 
like  we  dipped  out  on  that  one! 
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COUNTERPOINTS 


Kotex  mini's  and  Brevia 
relaunched  by  K  -  C 


Kimberly-Clark  are  to  relaunch  their 
secondary  protection  brands  of  Kotex 
mini's  and  Brevia  with  a  £500,000  spend 
which  the  company  says  is  to  boost  its 
market  leadership  in  this  sector. 

The  relaunch  is  supported  by  product 
improvements.  Kotex  mini's  will  have  a 
full  length  polythene  shield  which  also 
goes  around  the  side  of  the  pad  for  ad- 
ditional protection  and  Brevia  has  a  new 
waisted  shape  with  a  soft  cover,  a  thinner 
more  flexible  polythene  shield  and  light 
fragrance. 

Pack  designs  have  also  been  altered. 
Kotex  mini's  are  being  promoted  in  a 
green  checked  design  and  Brevia  packag- 
ing has  been  improved  to  highlight  the 
product's  new  shaped  design. 

The  company  says  it  is  heavily  promot- 
ing both  brands.  Kotex  mini's  will  be 
launched  with  a  promotion  of  "two  free 
towels"  in  each  pack  supported  by  a 
three  month  advertising  campaign  in  the 
women's  Press  and  a  television  campaign. 

Brevia  is  to  be  supported  by  advertis- 
ing in  the  women's  Press  emphasising 
the  shaping  of  the  product  and  backed 
up  by  radio  support. 


Kimberly-Clark  estimate  the  secondary 
protection  market  to  be  20  per  cent  this 
year  and  by  1984  to  account  for  one 
quarter  of  total  towel  sales.  Kimberly- 
Clark  Ltd,  Larkfield,  Nr  Maidstone,  Kent. 

Kodak  prices 

Recommended  charges  for  processing 
and  printing  Kodak  negative  films  are  to 
increase  from  April  14.  Film  processing 
goes  up  from  £1.10  to  £1.30  and  prints 
from  £0.18  to  £0.19.  Kodak  say  that  on 
an  order  for  processing  and  20  prints  this 
represents  an  increase  of  approximately 
8|  per  cent.  Prices  of  other  processing 
services  will  increase  by  about  7  per  cent. 
Kodak  Ltd.  Hemel  Hempstead,  Herts. 


Cossack  speedboat 
competition 

Reckitt  &  Colman  are  to  launch  an  on- 
pack  competition  to  promote  Cossack. 
The  competition  is  part  of  a  £0.25m 
marketing  spend  which  includes  sponsor- 
ship of  DJ  Noel  Edmonds'  class  II 
powerboat.  First  prize  in  the  competition 
is  a  Glastron  GT150  speed  boat  worth 
£4,500.  Competitors  will  be  asked  to 
answer  two  questions  and  to  complete  a 
tie  breaker  sentence. 

The  competition  will  run  from  May  i, 
closing  November  30  and  results  will  be 
announced  by  December  31.  The  com- 
petition will  appear  on  all  three  variants 
of  Cossack  hair  control,  promotional 
packs  of  which  will  be  available  from 
March  31.  Reckitt  Products,  Reckitt 
House,  Stoneferry  Road,  Hull. 

Easter  holidays 

The  marketing  and  medical  divisions  of 
Warner-Lambert  (UK)  Ltd,  Gwent,  and 
the  Carfin  distribution  depot,  Motherwell, 
will  be  closed  for  the  Easter  Holiday  on 
April  7  and  April  8.  April  4  will  be  a 
normal  working  day.  Warner-Lambert 
(UK)  Ltd,  Usk  Road,  Pontypool,  Gwent. 


PRESCRIPTION 
SPECIALITIES 

Upjohn  peripheral 
vasodilator 

A  vasodilator  for  the  treatment  of  severe 
hypertension,  minoxidil  (Loniten  tablets), 
is  being  introduced  by  Upjohn  this  week. 
Minoxidil  is  a  potent  peripheral  vaso- 
dilator which  probably  exerts  its  action 
after  binding  to  the  smooth  muscle  in 
the  blood  vessel  wall. 

Because  minoxidil  causes  sodium  reten- 
tion it  must  be  given  in  conjunction  with 
a  diuretic  for  all  patients  not  on  dialysis. 
The  diuretic  should  be  given  in  sufficient 
dosage  to  maintain  salt  and  water 
balance.  A  sympathetic  nervous  system 
suppressant,  preferably  a  beta-blocker, 
must  also  be  given  to  control  the  reflex 
tachycardia.  When  beta-blockers  are  con- 
traindicated  alternatives  such  as  methyl- 
dopa  may  be  used  starting  24  hours  prior 
to  minoxidil. 

LONITEN  tablets 

Manufacturer    Upjohn     Ltd,  Fleming 
Way,  Crawley,  West  Sussex 
Description     Round     white  biconvex 
tablets  with  the  dosage  strength  imprin- 
ted on  one  side  and  scored  on  the  other 


with  "U"  on  either  side  of  the  score. 
Each  tablet  contains  2.5mg,  5mg  or 
lOmg  minoxidil 

Indications  Severe  hypertension 
Dosage  Adults  and  patients  over  12 — An 
initial  daily  dose  of  5mg,  given  in  single 
or  divided  dosage,  is  recommended.  This 
may  first  be  increased  to  lOmg  daily  and 
subsequent  increases  of  lOmg  in  the  daily 
dose  should  be  made  at  intervals  of  at 
least  three  days  until  optimum  control  of 
blood  pressure  is  achieved.  It  is  seldom 
necessary  to  exceed  50mg  per  day 
although,  exceptionally,  doses  up  to 
lOOmg  per  day  have  been  used  Children 
under  12 — Initial  daily  dose  of  0.2mg  per 
kg  given  in  single  or  divided  dosage. 
Incremental  increases  of  0.1  mg  to  0.2mg 
per  kg  in  the  daily  dose  at  intervals  of 
at  least  three  days  are  recommended  until 
optimum  blood  pressure  control  is 
achieved  or  the  maximum  daily  dose  of 
lmg  per  kg  is  reached 
Contraindications  Should  not  be  given  to 
patients  with  a  phaeochromocytoma 
Precautions  Safety  in  pregnancy  is  not 
yet  established.  Diuretic  treatment,  alone 
or  in  combination  with  restricted  salt 
intake,  is  necessary.  Patients  who  have 
had  a  myocardial  infarction  should 
only  be  treated  with  Loniten  after  a 
stable  post-infarction  state  has  been 
established.  Sympathetic  suppressants 
should  be  given  to  control  the  reflex 
rise  in  cardiac  rate  and  output.  The 
effect  of  Loniten  may  be  additive  to 


concurrent  antihypertensive  agents.  It 
may  intract  with  sympathetic  blocking 
agents  such  as  guanethidine  to  produce 
excessive  blood  pressure  reduction  and/ 
or  orthostasis.  Patients  should  be  instruc- 
ted to  comply  with  diuretic  therapy  and 
keep  detailed  records  about  body  weight 
as  salt  and  water  retention  in  excess  of 
2  to  3  pounds  may  diminish  the  effective- 
ness of  Loniten 

Side  effects  Hypertrichosis  occurs  in  most 
patients  and  they  should  be  warned  of 
this  possibility  before  starting  therapy. 
Spontaneous  reversal  to  the  pre-treat- 
ment  state  can  be  expected  1-3  months 
after  stopping  therapy.  Peripheral 
oedema,  with  or  without  weight  gain, 
increase  in  heart  rate,  and  a  temporary 
rise  in  creatinine  and  blood  urea  nitrogen 
may  all  occur.  Gastro-intestinal  intoler- 
ance, rash  and  breast  tenderness  are  in- 
frequently reported  side  effects 
Packs  100  tablets  (2.5mg,  £4.50;  5mg,  £8; 
lOmg,  £15.50  trade) 
Supply  restrictions  Prescription  Only 
Issued  March  31,  1980 

Beta-Cardone  packs 

Duncan,  Flockhart  &  Co  Ltd  discon- 
tinued the  100  pack  of  Beta-Cardone  on 
March  28.  Orders  received  after  this 
date  for  100  tablets  will  be  filled  with 
four  28  tablet  calendar  pacts  (£4.30  each, 
trade).  Duncan,  Flockhart  &  Co  Ltd, 
Birkbeck  Street,  London  E2  6LA. 
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Autan  gel  added  to  insect 
repellent  range 


Bayer's  Autan  will  be  backed  by  a 
national  and  specialist  Press  campaign 
this  summer,  when  Autan  gel  (£0.65),  will 
be  introduced  to  the  range. 

The  UK  range,  now  comprising  stick, 
spray  and  gel,  will  be  seen  in  the  Sunday 
Express,  Daily  Mail  and  Daily  Mirror 
during  July  and  August  and  the  the  mes- 
sage will  be  the  same  as  in  the  1979 
campaign :  "We  promise  to  make  you 
repulsive  for  up  to  eight  hours." 

The  same  message  will  be  adapted  for 
the  specialist  Press  covering  popular  out- 
door pursuits,  such  as,  "We  promise  to 
make  gardeners  repulsive  for  up  to  eight 
hours."  During  June,  July  and  August, 
half-page  inserts  will  appear  in  Popular 
Gardening,  Angling  Times  and  Camping 
and  Caravanning. 

Product  manager  Charles  Lee  says : 
"Autan  was  the  only  advertised  branded 
insect  repellent  in  1979 — and  the  effect 
was  dramatic,  with  UK  sales  increasing 
fourfold  over  the  previous  year. 

"The  idea  of  all-day  protection — Autan 
is  the  only  product  to  offer  this — has 
obvious  appeal  among  consumers,  who 
also  like  the  idea  of  a  choice  of  applica- 


tions. These  are  two  of  the  factors  which 
have  made  it  the  biggest-selling  brand  in 
the  world." 

"Autan  gel  fulfils  a  very  definite  need 
in  the  market  and  we  are  confident  that 
the  well-accepted  quality  and  effectiveness 
inherent  in  the  brand  name  will  ensure 
good  sales  for  the  product  in  its  first 
year,"  says  Charles  Lee.  Bayer  UK  Ltd, 
Haywards  Heath,  West  Sussex. 


Sensodyne  expand 
toothbrush  range 

Two  new  toothbrushes  are  being  intro- 
duced into  the  Sensodyne  range — the 
Perio  and  the  interdental.  Both  brushes 
are  designed  in  consultation  with  the 
dental  profession,  according  to  the 
makers  Stafford-Miller. 

The  Sensodyne  Perio  (£0.56)  is  des- 
cribed as  a  soft  brush  with  compact  head 
for  patients  with  periodental  problems 
and  the  interdental  (£0.41)  as  a  single  tuft 
toothbrush  for  routine  use  by  patients 
for  difficult  to  reach  areas  of  the  mouth 
including  bridgework.  Stafford-Miller  Ltd, 
Hatfield. 

Gillette  packaging 

Gillette  (UK)  are  to  change  the  box  con- 
tents of  double-edged  blades  and  Tech- 
matic  cartridges  for  trade.  The  packaging 
will  be  platinum  5s  (20x5,  £7.16), 
platinum  10s  (25x10,  £13.71),  super 
silver  5s  (20x5,  £6.79)  and  techmatic  5s 
(20x5,  £12.22). 

The  company  will  continue  to  ship  the 
50s  and  25s  packs  until  existing  stocks 
are  exhausted.  Gillette  (UK)  Ltd,  Great 
West  Road,  Isleworth,  Middlesex. 


The  Inter-dens  Toothbrush. 

Designed  in  consultation  with  Dentists 
to  help  remove  the  plaque 

ordinary  toothbrushes  can't  reach. 


Phsrmaceuticais,  Toiletries 
Hospilal  Suppbes 


Inter-den»  is  a  registered  trademark. 

Nil  hola?  I  „ibwdorii  s  Limito  d 
226  Bath  I!  ..vi,  Sluuijh  SL]  4A( 


-dens  Interdental  Cleansers. 
Designed  in  consultation  with  Dentists 
to  help  remove  the  plaque  even  the 
Inter-dens  Toothbrush  cant  reach. 


ts. 
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COUNTERPOINTS 

Special  Formula  skin 
With  Speed  Claim  care  from  Innoxa 


Soluble  Phensic  is  being  launched  into 
three  regional  markets — Yorkshire,  Lan- 
cashire and  Tyne  and  Tees  initially — with 
the  claim  that  it  "speeds  into  the  system 
in  half  the  time  that  traditional  aspirin 
takes." 

Each  foil-wrapped  tablet  contains 
325mg  aspirin  and  97.5mg  calcium  car- 
bonate and  indications  range  from 
migraine  headache  and  period  pains  to 
rheumatic  pains  and  influenza.  The 
"speed"  claims  are  based  on  in  vivo 
studies  by  comparison  with  aspirin  tab- 
lets BP.  Standard  Phensic  remains  avail- 
able. 

Beecham  Proprietaries  say  that  one  of 
the  highlights  in  the  analgesics  market  in 
the  past  few  years  has  been  the  per- 
formance of  the  soluble  brands — up  40 
per  cent  in  1978-79  compared  with 
analgesics  growth  of  only  10  per  cent 
(volume)  1974-79. 

Soluble  Phensic  will  be  available  in 
four  sizes— 6  (£0.25).  12  (£0.39),  24 
(£0.64  and  48  (£0.97),  chemists  only)  and 
in  the  launch  areas  will  be  supported  by 
the  equivalent  of  a  £lm  national  tele- 
vision campaign  using  30-second  com- 


Vestric  promotions 

During  April  and  May,  a  saving  of  more 
than  £12  can  be  made  on  the  Olympus 
Trip  35  compact  cameras  ordered  from 
branches  of  Vestric. 

To  coincide  with  a  £lm  television  and 
Press  advertising  campaign  by  Olympus 
Vestric  will  be  offering  the  Olympus  Trip 
35  at  a  trade  price  of  £31.90  plus  VAT 
{normally  £44  plus  VAT).  The  offer  runs 
from  April  1  until  May  31  inclusive  or 
while  stocks  last. 

Vestric  special  promotions  for  April 
are:  Babettes,  Brut  anti-perspirant  and 
deodorant,  Earth  Born  shampoo,  Elasto- 
plast,  Gillette  Gil  cartridges,  Imperial 
Leather  soap,  Johnson's  baby  powder. 
Kleenex,  Kotex,  Radox  bath  salts,  Super 
Poli-grip,  Vosene  shampoo  and  Wella 
conditioner.  Vestric  Ltd,  Chapel  Street, 
Runcorn,  Cheshire  WA7  SAP. 

Unichem  activity 

From  April  1  to  May  23,  while  stocks 
last,  Unichem  and  Johnson  &  Johnson 
are  mounting  a  joint  promotion  featuring 
11  popular  Johnson's  products.  Pharma- 
cists ordering  these  products  are  given 
the  opportunity  to  enter  the  Unichem 
lucky  draw,  which  offers  a  new  Mini  as 
first  prize,  keys  for  which  are  collected 
during  a  weekend  in  Paris.  Five  heated 
food  trays  are  offered  as  second  prizes, 
and  five  toasted  sandwich  grills  are 
offered  as  third  prizes.  Products  on  offer 
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mercials  starting  at  the  end  of  May. 

Point-of-sale  material  includes  a  show- 
card  and  shelf  edger.  A  consumer  leaflet 
featuring  a  self-liquidating  offer  of  a 
"fever  tester"  will  also  be  supplied  within 
the  outlet.  Introductory  offers  for  the 
trade  will  also  be  available.  Beecham 
Proprietaries,  Great  West  Road,  Brent- 
ford, Middlesex. 


are:  Johnson  baby  powder,  baby  cream, 
baby  soap,  baby  lotion,  baby  oil,  baby 
dry  liners,  cotton  buds,  baby  shampoo, 
baby  bath  and  Band-aid  clear  and 
washproof  plasters.  Unichem  Ltd,  Crown 
House.  Morden,  Surrey. 

Sangers  April  savings 

Sangers  "Supersavers"  for  April  include 
Bic  disposable  razors.  Bran  Slim  tablets, 
Dettol  liquid,  Fuji  Fll  colour  film, 
Golden  Babe  Bambi  disposable  nappies, 
Johnsons  baby  soap,  Lightwaves  home 
perm,  Lil-lets,  Listermint,  Milupa  infant 
foods,  Palmolive  rapid  shave,  Recital 
colourant,  Scotties  mansize  tissues.  Soft 
&  Gentle  deodorant,  Sunsilk  con- 
ditioner, hairspray  and  shampoo,  Ultra- 
brite,  Vespre  and  Wella  creme  rinse. 
Sangers  Ltd,  Cinema  House,  225  Oxford 
Street,  London  W1R  1AE. 

Fragrant  deodorants 

Faberge  have  added  perfumed  deodorant 
sprays  to  their  Kiku  and  Babe  ranges 
(£L25)  in  200ml  aerosol  cans. 

The  products  are  said  to  be  effective 
deodorants  that  can  be  used  all  over  the 
body  for  a  fresh,  delicate  fragrance.  "In 
Europe,  and  particularly  in  Scandanavia, 
the  deodorant /body  spray  market  is  well 
developed,"  says  Steve  Mason,  Faberge's 
marketing  manager:  "We  hope  this 
market  will  grow  rapidly  and  we  think 
the  potential  is  great."  Faberge  Inc, 
Ridgeway,  Iver,  Bucks  SL0  9JG. 


Innoxa  are  introducing  Special  Formula, 
a  range  of  hypo-allergenic,  fragrance-free 
skin  care  products  in  April. 

The  range  comprises  cleanser  (125ml, 
£3.10),  toner  (125ml,  £3.10),  moisturiser 
(125ml,  £3.50),  night  cream  (60ml,  £3.50), 
eye  cream  (15ml,  £3.20)  and  face  mask|| 
(60g,  £3.00).  All  ingredients  are  listed 
on  the  outer  packaging. 

Advertising  will  be  featured  in  Woman, 
Woman  and  Home,  Vogue,  Cosmo- 
politan. She,  Woman's  Journal  and  Living* 
from  June.  Counter  leaflets  and  a  display 
unit  with  header  card  holding  six  of 
each  product  and  a  tester  will  toe  avail- 
able for  POS  use.  Innoxa  (England)  Ltd, 
202  Terminus  Road,  Eastbourne,  East] 
Sussex  BN21  3DF. 


Point-of-sale  material  for  Sine-off,  an 
analgesic  decongestant  launched  in  the 
London  television  region  (C&D  March  15, 
p418).  A  television  campaign  starts 
April  28  and  runs  till  December.  Menley  & 
James  Laboratories  Ltd,  Welwyn  Garden 
City,  Herts. 

ON  TV 
NEXT  WEEK 

Ln — London.  M — Midlands;  Lc — Lancashire,  Y — 
Yorkshire;  Sc — Scotland;  WW — Wales  and  West; 
So — South;  NE — North-east;  A — Anglia;  U — Ulster; 
We — Westward,  B — Border;  G — Grampian; 
E — Eireann;  CI — Channel  Island. 

Alberto  Free  and  Natural:  M 

Alka  Seltzer:  All  areas 

Anadin:  All  areas 

Balance:  M,  Lc,  Y,  NE 

Biactol:  All  areas 

Carefree:  All  except  A 

Clearasil  Clearguard  cream:  Ln 

Crest  toothpaste:  All  except  Y,  NE,  B,  E 

Farley  rusks:  All  except  E,  CI 

Grecian  2000:  All  areas 

H°ad  &  Shoulders:  Ln,  Y,  WW,  V,  We 

Paddi  Pads:  All  areas 

Oil  of  Ulay:  All  except  E 

Slimgard:  All  except  E,  CI 

Snugglers:  All  areas 

Sweetex:  All  areas 

Vespre:  All  except  A 

Wondra:  Y,  NE 
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The  following  pharmacies  have  struck  it  rich 

■ft  id  ttl6  m 

Merocets 


competition 


Cornwells  Pharmacy 

30  Snowhill  Shelton 
Stoke-on-Trent 

Manager 

Mr.  R.  Malkin  fps 

2nd  from  left -rear 

Assistant 

Miss  Rosa  L.  Giglia 

2nd  from  left-front 

Merrell  Area  Representative 

Tom  Nelson 

Far  left -rear 

Merrell  Regional  Manager 

George  Wood 

Far  right-front 


Lattice  Barn  Pharmacy 

37  Wood  bridge  Road  East 
Ipswich 

Manager 

Mrs.  Isobel  Shearer  mps 

Far  left 

Assistant 

Mrs.  Barbara  Roberts 

3rd  from  left 

Merrell  Area  Representative 

Paul  Sizeland 

6th  from  left 

Merrell  Regional  Manager  - 

Richard  Knapik 

Far  right 


Bradbury's  Chemists  Ltd. 

337  Whitegate  Drive 
Blackpool 

Manager 

Mr.  W.  S.  BlundellMPS 

3rd  from  left 

Assistant 

Mr.  J.  P.  S.  Blundell  mps 

5th  from  left 

Merrell  Area  Representative 

Brian  Coppock 

Far  right 

Merrell  Regional  Manager 

George  Wood 

Far  left 


Pharmacists 

First  Prize  Gold  watch  worth  over  £120 
and  signed,  framed  and  numbered 
Lithograph  by  Alan  Austin. 
Runners-up  Gold  watch  worth  over  £60 
and  signed,  framed  and  numbered 
Lithograph  by  Alan  Austin. 


The  Prizes 

Four  next-best  entries  Signed,  framed 
and  numbered  Lithograph  by  Alan  Austin. 
All  other  Entrants  will  receive  a  copy  of 
the  Alan  Austin  lithograph,  suitable  for 
framing. 


Assistants 

First  Prize  Gold  watch  worth  over  £120. 

Runners-up  Gold  watch  worth  over  £60. 

All  Entrants  will  receive  a  screen-printed, 
hessian  shoulder  bag. 
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Merrell 


Merrell  Division,  Richardson-Merrell  Ltd.,  Slough,  Berks. 

Manufacturers  of  Merocets,  the  General  Sales  List  throat  lozenges. 
Sold  by  chemists  all  over  Britain. 

MEROCETS,  MERRELL  are  trade  marks 
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Mother  and  daugh 


Over  the  past  four  years,  sales  of  Nivea  Lotion  have  trebled.  Now  for  1980:  »  £inn.nnn^^- 


HIVEA 


doing  well. 
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COUNTERPOINTS 


Update  for  Poly  formula 
and  packaging 

The  Poly  range  of  hair  colourants  and 
setting  lotions  has  been  completely  up- 
dated with  an  improved  product  formu- 
lation and  new  pack  designs  which  Halls 
Hadnut  say  is  the  most  significant  change 
to  the  range  since  its  introduction  in 
1962. 

The  company  believe  that  the  four 
main  Poly  colourants,  Polycolor,  Poly- 
tint,  Polyblonde  and  Polyfair  (1.25)  are 
now  easier  to  use,  offer  a  longer-lasting 
effect  and  more  natural-looking  shades. 

A  £400,000  advertising  campaign  will 
run  continuously  in  major  women's 
magazines  from  May  until  December, 
with  double-page  colour  spreads  from 
May  until  July,  followed  by  one-and-a- 
half  page  advertisements  for  Polycolor 
and  Polytint  through  the  summer  and 
autumn. 

"We  believe  that  women's  magazines 
are  the  most  effective  media  for  rea- 
ching hair  colourant  users",  says 
Philip  Hatcher,  group  product  manager. 
"Women  look  to  these  magazines — -and 
not  to  television — when  they  want  gui- 
dance and  reassurance  in  beauty  mat- 
ters". 

All  four  colourants  are  described  as 
having  liquid  developing  lotions  and 
applicator  bottles  for  easy  use,  elimina- 
ting the  need  for  mixing  in  a  separate 
bowl.  They  also  have  a  thicker  consis- 
tency. 

"Research  has  confirmed  that  most 
women  prefer  hair  colourants  which 
have  conditioning  qualities",  says  Philip 
Hatcher.  "All  our  new  products  contain 
a  built-in  protein  conditioner  which 
cares  for  the  hair  while  it  is  being 
coloured  and  eliminates  the  need  for  a 
separate  conditioning  treatment". 

The  company  believe  over  half  of  all 
colourants  available  are  classed  as  per- 
manents,  a  sector  of  the  market  which 
is  growing.  Polycolor  has  been  com- 
pletely reformulated  'to  be  a  shampoo-in, 
permanent  hair  colourant. 

There  are  now  12  new  shades,  ranging 
from  light  blonde  to  black,  including  five 
blonde  shades  to  lighten  the  hair,  where- 
as before  it  was  only  possible  to  add 
colour. 

There  are  said  to  be  no  root  retouch- 
ing problems  or  colour  build-up  with 
Polycolor.  It  just  shampoos  in  straight 
on  to  the  hair  with  each  application. 

Polytint,  in  eight  shades  from  light 
ash  brown  to  raven  black,  has  a  new 
liquid  developing  lotion  and  applicator 
bottle  for  easier  use  without  a  brush. 

Polyblonde  and  Polyfair  packs  have 
been  redesigned  to  create  a  "house" 
image  for  the  whole  range. 

"The  dark,  distinctive  background 
colours  have  been  used  to  differentiate 


between  the  products.  Clear  illustrations 
of  hair  for  each  shade  help  the  customer 
to  Choose  the  exact  colour  she  wants", 
explains  Philip  Hatcher. 

Setting  lotions  (50ml,  £0.49;  100ml 
£0.79)  have  also  been  reformulated  to 
give  a  more  natural  hold.  Poly  setting 
lotion  is  available  in  normal,  extra  hold 
and  silver  blonde. 

Poly  blow  dry  lotion  comes  in  two 
versions — for  normal  or  dry  hair  and 
fine  or  greasy  hair.  The  design  of  the 
labels  is  in  line  with  the  Poly  colourants 
"house"  style.  The  waisted  bottle  shape 
has  been  designed  to  make  it  convenient 
to  hold  and  the  new  appliactor  top  for 
easier  use.  Halls  Hadnut,  Woodside 
Avenue,  Eastleigh,  Hants. 

A  dozen  nails 

From  May,  Outdoor  Girl  will  be  offering 
their  12  most  popular  shades  of  nail 
polish  for  £0.42  (normal  price  £0.62). 
Colours  available  will  be  clear,  natural 
and  deep  carnation  in  the  cream  range 
and  cabaret,  limelight,  iced  pearl,  ram- 
bling rose,  chantilly  pink,  sugar  almond, 
elderberry,  morello  pearl  and  beige  mink 
in  the  pearl  range.  Outdoor  Girl  Cos- 
metics, Hook  Rise  South,  Surbiton, 
Surrey. 

National  Bounty 
for  Liga  rusks 

Cow  &  Gate  Liga  rusks,  which  have 
been  featured  regionally  in  Bounty  baby 
bags  during  the  past  year,  will  be  distri- 
buted nationally  to  over  600,000  mothers 
from  April  1.  Bounty  bags  distributed  in 
the  Southern  television  area  will  contain 
a  sample  of  rusks  plus  a  product  leaflet; 
the  remainder  of  the  country  will  receive 
the  leaflet  and  a  5p-off  coupon.  Cow  & 
Gate  Ltd,  Trowbridge,  Wiltshire. 


Denney  add  sun 
products  to  range 

Frances  Denney  are  introducing  two  new 
products  for  summer  1980.  They  are  sun 
block  (£5.50)  with  a  factor  rating  of  16 
and  a  bronzing  cream  (£5.95),  which  the 
company  believes  add  up  to  a  two-step 
routine  to  protect  the  skin  from  excessive 
exposure  to  the  sun,  while  giving  a 
healthy  tanned  look. 

Also  available  from  Frances  Denney 
are  lip  pencils  (£2.25)  in  mocha,  red  and 
plum,  eye  pencils  (£3.25)  in  antiqued 
gold,  burnished  copper,  golden  sable, 
plumberry,  dusky  taupe,  desert  rose, 
tawny  port,  misty  grey,  twilight  teal, 
french  blue,  midnight  blue  and  forest 
green  and  kohl  pencils  (£2.25)  in  black, 
navy,  brown  and  charcoal.  Frances 
Denney,  9  Motcomb  Street,  London. 

Bureau  for  rodents 

A  rodent  control  advisory  bureau  has 
been  set  up  by  Sorex  who  say  that  their 
researches  show  that  the  threat  to  health 
and  property  from  rats  and  mice  is  on 
the  increase  and  "now  affects  millions 
of  households." 

Mr  Peter  Barrett,  director  of  Sorex, 
defines  three  reasons  behind  the  bureau 
— "First  is  the  widespread  embarrass- 
ment caused  by  the  subject  .  .  .  Secondly, 
even  with  proven  products  people  need 
more  information  on  how  to  use  them 
safely  and  effectively.  Thirdly,  people 
have  to  realise  that  you  cannot  eliminate 
mice  and  rats  overnight,  but  we  do  have 
effective  means  of  controlling  them". 

The  company  has  also  published  a 
booklet — "Unwelcome  visitors" — which 
is  free  to  all  Sorex  stockists,  for  distri- 
bution to  customers.  Sorex  Ltd,  Trading 
Estate,  Widnes,  Cheshire. 

Ronson  boost 

Ronson  are  launching  a  spring  adver- 
tising campaign  for  the  Spirotechnic 
shaver. 

The  campaign  comprises  a  spend  of 
£200,000  on  television  and  radio  adver- 
tising in  the  London,  Scotland  and  Sou- 
thern regions  between  April  14  and 
May  10,  backed  by  commercials  on 
Capital  Radio.  Ronson  Products  Ltd, 
Randalls  Road,  Leatherhead,  Surrey. 

A  burning  issue 

Michael  Plazy,  parfumeur,  has  formul- 
ated a  suntan  product  to  protect  extra- 
sensitive  areas  of  the  skin.  Special  seins 
nus  (£2.95)  is  said  by  the  company  to 
overcome  the  burning  issue  of  topless 
sunbathing.  Franchise  Fragrance  & 
Cosmetic  Distributors  (UK)  Ltd,  22 
Grosvenor  Street,  London  W1X  9FE. 


518    Chemist  &  Druggist 


29  March  1980 


CASH  &  CARRY X 

39/55  PHILIP  LANE,  I 
TOTTENHAM,  N.15  J 


SPECIAL  OFFERS  PERIOD4  31st  MARCH  -  25th  APRIL 


No  2's 

PACK  OF  30 


LILLETTS 

PACKS  OF  6 


REG.  20's 

SUPER  20's 

SUPER  PLUS 
20's 


2.40 
2.62 
2.80 


ALBERTO 
BALSAM 
CONDITIONER 


SPECIALIST  CASH  mB 
OPENING  ""MeS  m 

»swC°«>c,o9in9'  ^ 


200  ML 
PACK  OF  6 


ALBERTO 
BALSAM 
SHAMPOO 

125  ML 

P/M  36p 

PACK  OF  6 


FULL  RANGE 
OF 

JOHNSON  AND 
JOHNSON 
PRODUCTS 
AT  THE  LOWEST 
PRICES  IN 
LONDON 


NICE'N 
EASY 

HAIR  COLOURS 

2.12 

PER  PACK  OF  3 


SOFT 
AND  GENTLE 

DEODORANT  SPRAY 


KOTEX  SIMPLICITY 


PACK  OF  6 


No  1's 
PACK  OF  12 

No  2's 
PACK  OF  12 
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ALL  PROMOTIONAL  OFFERS 

SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE 
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Sprinkle  Sweet  from 
Hermesetas  is  Britain's  first  spoon- 
for-spoon  alternative  to  sugar. 

It  looks  like  sugar.  It  tastes  like 
sugar.  And  it  sprinkles  like  sugar. 

The  big  difference  is  Sprinkle 
Sweet  contains  spoon-for-spoon 
90%  fewer  calories. 

To  tell  your  customers  the  news,  we're 
taking  full  page  advertisements  in  all  the  main 
women's  magazines  and  using  Anglia  TV  area  to 
launch  a  30-second  commercial.  The  campaign  will  be 
backed  by  the  Hermesetas  recipe  and  PR  service. 


To  members  of  the  trade, 
we're  also  offering  an  intro- 
ductory bonus, 
details  of  which 
you  can  get  from 
your  Crookes 
Anestan  represent- 
ative or  by  writing  to 
the  address  below. 
New  Sprinkle  Sweet  from 
Hermesetas.  Spoon-for-spoon, 
90%  fewer  calories  than  sugar 

Crookes  Anestan  Limited,  P.O.  Box  94, 1  Thane  Road  West,  Nottingham  NG2  3AA.  * 


COUNTERPOINTS 

Macassar  fragrances  for  Cartool 

men  from  Rochas  bottles 


The  Macassar  range  of  fragrance  and 
grooming  preparations  for  men  is  being 
introduced  by  Rochas.  The  fragrance 
itself,  described  as  dry  and  woody,  is 
available  as  eau  de  toilette  and  after 
shave  in  both  lotion  and  atomiser  form. 
The  eau  de  toilette  sizes  range  from  50ml 
to  400ml  (£8.50  to  £30)  and  the  after 
shave  from  50ml  to  200ml  (£5.80  to 
£13.50). 

The  matching  grooming  products  are 
shaving  foam  (£5.40),  sport  cream 
(£5.50),  foaming  bath  (£6.40),  soap 
(£3.80)  and  atomiser  and  roll-on  deo- 
dorants (£6.50  and  £4).  The  bottles  are 
solid  and  ellipse-shaped  and  the  boxes 


Bottled  up 


Listermint  antiseptic  mouthwash  has 
been  repackaged.  The  new  bottle  has  a 
Plastishield  label  which,  the  company 
says  ensures  the  bottle  is  more  resistant 
to  breakage  and  easier  to  handle,  being 
"slip  resistant."  The  repackaging  has  led 
to  an  increase  in  size  from  200ml  to 
220ml  but  the  price  remains  unchanged 
(£0.65).  Halls  Hudnut,  Woodside  Avenue, 
East  lei  gh,  Hants  SO  5  4QD. 

All  fresh  promotions 

All  Fresh  are  to  be  supported  by  a 
strong  promotional  campaign  during  the 
summer  for  their  handy  size  packs. 
There  will  be  two  extra  tissues  in  every 
pack  which  will  be  marked  as  a  bonus 
offer. 

A  portable  Barbecue  will  also  be 
offered  to  consumers  with  promotional 
POS  material  available. 

Free  sample  sachets  of  All  Fresh  will 
be  available  on  nearly  a  million  Baco 
plastics  products  and  there  will  be  a 
coupon  entitling  the  consumer  to  6p  off 


are  made  of  a  silvery-grey  paper.  Rochas 
Perfumes  Ltd,  27  Grosvenor  Street, 
London  W1X  9FE. 


the  next  purchase  of  All  Fresh.  Beecham 
Proprietaries  -  Medicines,  Beecham 
House,  Brentford,  Middlesex. 

Gardening  gloves 
from  Marigold 

LRC  Products  is  extending  its  range  of 
Marigold  gardening  gloves  to  include  an 
extra-strong,  leather  palm,  cotton-backed 
glove. 

The  new  glove  Style  III  (£2.20)  is 
available  in  ladies'  and  men's  sizes. 
The  gloves  are  packed  in  a  transparent 
bag  and  are  available  in  outers  of  ten, 
containing  six  ladies'  and  four  'men's 
sizes. 

Some  4.5  million  pairs  of  gardening 
gloves  were  sold  in  the  UK  last  year, 
worth  nearly  £4m  according  to  LRC. 
The  company  says  that  spring  is  the 
traditional  time  for  a  large  proportion 
of  these  sales  and  the  introduction  of 
this  new  style  glove  is  timed  to  coincide 
with  this  peak  period.  LRC  Products  Ltd. 
Sanitas  House,  Stockwell  Green,  London. 

Combe  campaign 

Combe  are  launching  a  television  advert- 
ising campaign  for  Grecian  2000  and 
Odoreaters  and  a  Press  campaign  for 
Lanacane. 

Grecian  2000  national  television 
advertising  will  run  until  mid  June  with 
a  media  brief  of  "prime-time  viewing 
around  male  orientated  programmes." 
The  campaign  will  feature  a  new 
commercial  which  was  test  launched  last 
year  in  the  Harlech  television  area. 

Odoreaters  television  advertising  will 
run  between  mid  May  and  mid  August 
and  advertisements  for  Lanacane  will  be 
placed  in  Woman's  Own,  Woman's 
Weekly,  Woman's  Realm,  Woman, 
Honey,  Living,  Over  21,  Cosmopolitan, 
She  and  My  Weekly  throughout  the 
year.  Combe  International  Ltd,  AMP 
House,  Dingwall  Road,  Croydon,  Surrey. 


i  hot  water 
from  Jackel 

Jackel  International  are  launching  their 
1980  range  of  hot  water  bottles  (see 
insert  in  this  issue).  It  contains  20  diff- 
erent styles  (£1.75-£4.99). 

Added  to  the  range  this  year  are  the 
children's  novelty  and  Disney  hot  water 
bottles,  new  to  the  UK.  The  novelty 
assortment  contains  Mary  and  her  lamb, 
girl  astronaut,  Sparkey,  footballer,  tennis 
player  and  motorcyclist.  The  Disney 
assortment  contains  the  cartoon  charac- 
ters Dumbo,  Mickey  Mouse,  Tramp 
and  Donald  Duck.  These  bottles,  the 
company  says,  can  double-up  as  both 
playmates  and  bedmates. 

Also  available  this  year  will  be  the 
mattress  bottles,  which  are  available 
in  three  sizes,  i,  H  and  2  litres  available 
in  three  colours — pink,  blue  and  green. 

Polyester  "fun-fur"  covered  bottles 
will  also  be  available  in  three  sizes — 2 
litres  and  3  litres  in  red,  blue  and  beige, 
and  al|  litre  size  in  pink  and  blue. 

The  winter  warmer  collection  quali- 
fies for  a  10  per  cent  discount.  The 
collection  contains  seven  dozen  hot  water 
bottles,  with  four  styles  (£1.75-£2.45). 
This  collection  is  said  to  have  been  selec- 
ted primarily  for  the  chemist  trade. 
Jackel  International  (UK)  Ltd,  Kitty 
Brewster  Estate,  Blyth,  Northumberland. 

Changes  to  Milumil 

Milupa  are  making  the  following  amend- 
ments to  packs  of  their  baby  milk, 
Milumil.  A  new  scoop  has  been  designed 
so  that  mixing  instructions  are  simpler. 
Milupa  now  recommend  one  scoop  to 
lfl  oz  water  (30ml)  and  the  feeding  guide 
has  been  amended  accordingly.  Biotin  is 
being  added  to  the  vitamin  content.  A 
prominent  statement  will  emphasise  that 
breast  feeding  gives  a  baby  the  best  start 
in  life  but  that  when  not  possible  Milumil 
can  be  chosen  with  confidence.  Milupa 
Ltd,  Milupa  House,  Lyons  Estate,  Cow- 
ley Peachey,  Uxbridge,  Middx  UB8  2JA. 

Full  of  Energen 

Energen  have  reformulated  and  repack- 
aged their  digestive  sweetmeal  biscuits  in 
new  roll  packs  featuring  the  Energen  logo 
and  pack  design  recently  introduced  on 
the  crispbread  range. 

The  biscuits  have  been  improved  in 
flavour  and  changed  in  size  to  bring 
them  closer  in  taste  and  shape  to 
ordinary  digestives.  The  price  and  weight 
remain  unaltered. 

As  a  relaunch  incentive,  Energen  have 
produced  initial  stocks  of  200g  packs 
which  carry  a  yellow  "25g  free"  flash  on 
the  wrapper.  RHM  Foods  Ltd,  Victoria 
Road,  London  NW10  6NU. 
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Ifour  customers  wouldn't 

wear  square  clothes, 

so  why  should  they  wear 


square  towels? 


Bodyform  is  the  only  press-on  towel  that's 
actually  contoured  to  fit  a  woman's  body,  rather 
than  being  "square"  like  most  feminine  towels. 

Our  new  and  very  noticeable  advertising 
campaign  features  women  wearing  uncomfort- 
able-looking "square"  clothes,  and  vividly 
demonstrates  the  difference  between  Bodyform 
and  ordinary  "square"  towels. 

We're  spending  £600,000  on  this  campaign 
and  we'll  be  making  a  big  impact  on  TV,  as  well 
as  in  women's  magazines. 

We're  on  TV  now  in  Granada,  Westward, 
Ulster  and  Border,  and  from  late  April  we'll  be 
on  screens  in  every  other  area  of  the  country 
(except  Anglia). 

We  think  it's  the  strongest  campaign  ever 
for  a  sanpro  product  And  we  believe  it  will 
stimulate  a  big  demand  forBodyform-the  only 
towel  that's  actually  made  to  fit  your  customers. 


Libresse 


press-on  towels 


5PP 


ilm  fi  .  mm 

the  towel  that's  shaped  like  you 


12  towels  in  every  pack. 
Bodyform  by  Libresse!  The  towel  that's  shaped  to  fit. 

Marketed  and  distributed  by  Bowater*Scott. 


29  March  1980 


Chemist  &  Druggist  523 


nurdiNltoPe^cock 

The  Cash  and  Carry  Wholesalers 
Head  Office:  Bushey  Road,  Raynes  Park,  London  SW20  OJJ 

1(«  HEALTH-HQM1M{|]AIJTY»]| 


PRODUCT 

SIZE 

COST 

M.R.P. 

R.S.P. 

PROFIT 
ON  RETURN 

Flash 

16  x  giant 

£5.67 

52p 

49P 

16.8% 

Dr.  whites  Size  1 

30x10$ 

£8.57 

42p 

21.7% 

Dr.  Whites  Size  2 

30  x  10  s 

£9.59 

47p 

21.7% 

Lifebuoy  Toilet  soap 

P/M  16p 

12  x  Ige 

£1.38 

16P 

17.3% 

J  Cloths 

12  x  6's 

£3.02 

37P 

21.7% 

J  Cloths 

12  x  12  'S 

£5.14 

81P 

63P 

21.8% 

Wilkinsons 
Double  Edge  Blades 

25  X  5'S 

£6.07 

57p 

35P 

20.2% 

Close  &  Easy 
Disposables 

10  X  4  'S 

£1.87 

58p 

27P 

20.3% 

OFFERS  AVAILABLE  FROM  31st  MARCH  UNTIL  18th  APRIL  1980 
ALL  OUR  OFFERS  ARE  SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE. 


ALDERSHOT  BRIGHTON 

Tal:  Alderahot  (0252)       Tel  Brighton  (0273) 

313058/9/0  779731/2/3 


AVONMOUTH  CHATHAM 

Tel  Avortmouth  (0272)     Tel  Medway  (0634) 

82  5551/2/3  41621 


COLCHESTER  OAGENHAM 
Tel  Colchester  (0206)    Tel  01-592  7839 
71281 

593  3501 


IPSWICH 

Tel  lpawich(0473) 

59059 


PLYMOUTH  READING  STAINES 

Tel  Plymouth  (0752)        Tel  Reading  (0734)       Tel  Staines  (81) 

708111/2/3  585739  52515 


COWES  EASTLEIGH  LOWESTOFT  NOTTINGHAM  PORTSMOUTH  SIOCUP 

Tel  Coweo  (0963)  Tel  Southampton  (0703)    Tel  Lowestoft  (0502)         Tel  Nottingham  (0602)        Tel  Port i 

29  6511/2/3  613127  65168  669678/9  63563 


WALTHAM  ABBEY 
(0705)    Tel  Side  up  Tel  Lea  Valley  (9) 

01-302  6237/8/9  715115 


BARNHAM 

Tel  Yepton(0243) 
552628 


CHRISTCHURCH 

Tel:  Chriitchurch  (0202) 

482071 


NORTHAMPTON  PETERBOROUGH  RAYNES PARK 

Tel  Northampton  (0604)    Tel  Peterborough  (0733)    01-946  9111 
53012  231941/2 


SOUTHEND  WATFORD 

Tel  Southend  (0702)     Tel:  Watford  (92) 

526341/2  43903 


We  do  not  compete  with  our  customers  - 
we  neither  own  nor  control  any  retail  shops. 
We  neither  wish  nor  intend  to  serve  members  of  the  general  public. 
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Winchester  pharmacy  lives 
on  in  museum 


Hunt  and  Co  (Winchester)  Ltd  have 
closed  down  their  High  Street  pharmacy 
which  housed  a  unique  collection  of 
18th  oentury  drug  drawers.  The  old 
pharmacy  is  being  reconstructed  for 
permanent  display  in  Winchester  City 
Museum. 

The  drawers  came  to  light  during 
renovations  in  the  mid  60s.  All  had  ap- 
peared to  be  traditional  19th  century 
mahogany  drawers  but,  on  some  of  them, 
the  French  polishers  detected  a  green 
layer  showing  through  the  superimposed 
varnish.  Closer  inspection  revealed  that 
these  drawers  were  made  of  oak  instead 
of  mahogany. 

After  careful  cleaning,  it  was  found 
that  each  drawer  carried  its  title  in- 
scribed on  a  scroll  of  gold  in  a  foliage 
design.  In  all,  84  small  and  33  large 
drawers,  including  those  in  the  dispen- 
sary screen,  carried  the  design. 

Most  of  the  names  are  of  crude  drugs, 
but  several  drawers  carry  the  names  of 
patent  medicines,  allowing  the  fixtures  to 
be  dated  around  the  end  of  the  18th!  or 
beginning  of  the  19th  centuries,  for  ex- 
ample, Dr  James  analeptic  pills  (1774), 
James  fever  powders  (1747)  and  Pike's 
ointment. 

How  the  drawers  came  to  the  phar- 
macy is  still  a  mystery.  Athough  records 
go  back  to  1649  for  the  front  of  the 
premises,  when  it  was  described  as  a 
house,  no  "chemist  and  druggist"  appears 
to  have  owned  the  building  until  1850 
when  it  was  bought  by  George  Gunner 
for  £1,600.  Mr  Gunner  had  previously 
been  in  business  in  nearby  St  Thomas's 
Street;  the  drawers  were  probably  trans- 
ferred from  there  and  varnished  over  to 
match  the  dispensing  screen  and  ma- 
hogany drawers  which  date  from  the 
mid  19th  century. 

In  1873  the  premises  were  bought  by 
Richard  Hunt,  the  founder  of  the  present 
company  (C&D,  June  29,  1957,  p713; 
February  12,  1966,  pl61). 

_____ 


- m,         ■  .  ■ 


-.  ■  W 

Mr  S.  E.  Schofield  in  the  dispensing  section. 

Hunt  and  Co  have  now  decided  to  con- 
centrate on  their  branch  in  Silver  Hill, 
Winchester.  The  High  Street  premises  are 
being  sold,  but  not  as  a  pharmacy.  One 
of  the  directors,  Mr  S.  E.  Schofield, 
MPS,  is  retiring  and  Mr  M.  T.  Bland, 
MPS,  is  running  the  Silver  Hill  branch. 
The  third  director  is  Mr  B.  J.  Williams. 

The  museum  is  to  display  both  the 
18th  and  19th  century  drug  drawers, 
together  with  some  18th  century  Delft 
ware  and  Victorian  drug  jars.  The  phar- 


(Picture  courtesy  of  Hampshire  Chronicle) 

macy  is  being  reconstructed  to  resemble 
a  photograph  taken  in  the  1920s. 

The  museum's  curator,  Miss  E.  Lewis, 
told  C&D  she  hoped  that  some  of  the 
exhibits  would  be  on  display  by  Easter, 
although  the  work  was  unlikely  to  be 
completed  by  then. 

"We  were  very  pleased  to  receive  this 
marvellous  offer,"  she  said,  particularly 
as  it  meant  the  pharmacy  fittings  would 
remain  in  Winchester.  "The  pharmacy 
has  always  been  such  a  landmark  here." 
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The  now  closed  pharmacy  and  Hunt's  remaining  branch  at  Silver  Hill.  (Picture,  left,  courtesy  of  Hampshire  Chronicle) 
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The  offers  shown  include  the  10%  Monthly  Profit  Share  available  to  UniChem  Members. 


APRIL  MEMBERS 


Offers  Available  14th  -  26th  April  1980 


ut  33  After  Shave 


ut  33  Splash  on  Lotion 


gree  Conditioner 


Why  not  become 
part  owner  of  yoi 
own  wholesale 


organisation  ? 


It 


rmony  Hairspray 


Send  off  this  coupon. 

am  an  independent  retail  pharmacist  and  would 
welcome  more  information  about  UniChem 


Address_ 


'Uld  | 

I 
I 


Date 


Send  to:  UniChem,  Crown  House,  Morden,  Surrey.  SM4  5EF 


£6,000,000  WO 

WHLHAVETH 
FOAMING  Al 


fluoride  W0tS^ 

aclea 


MILDMINT 


1 


Macleans 


keif  BEECHAM  TOILETRI 


H  OF  SUPPORT 

COMPETITION 
TIE  MOUTH. 

In  1980,  we'll  be  putting  a  great  deal  of  money  I 
ehind  Macleans  and  Aquafresh.  j 

In  fact,  to  boost  our  already  large  share  of  this 
170,000,000  market,  we'll  be  investing  in  the  biggest 
^othpaste  support  programme  of  all  time, 
j        Which  will  leave  a  few  of  our  competitors 
beling  a  little  bit  do wn  in  the  mouth. 


HQ 


Pakex  80  has  it  all 
wrapped  up 


Pakex  80  (March  17-21)  was,  said  the 
organisers,  the  culmination  of  three 
years  hard  work — and  it  showed.  At 
more  than  double  the  size  of  Pakex 
77  the  exhibition  is  now  well  established 
as  the  UK's  most  important  packaging 
"shop  window". 

For  the  first  time  Pakex  had  the 
Brewex  exhibition  alongside  it,  filling  the 
whole  of  the  Birmingham  National  Exhi- 
bition Centre,  and  if  there  is  one  com- 
plaint it  must  be  that  the  event  has 
become  too  large.  More  than  one  day  is 
needed  to  see  the  exhibition  comfortably, 
but  perhaps  this  is  the  price  paid  for 
such  a  comprehensive  coverage  of  pack- 
aging technology — from  adhesive  tapes 
to  microprocessor  or  controlled  missing 
bottle  detection  equipment! 

The  following  are  a  selection  of  new 
products  which  caught  our  eye  at 
Birmingham. 

Rockware  Group  Ltd,  Rockware  House, 
Victoria  Street,  Windsor,  Berks  SL41 
HG.  A  number  of  innovations  including 
a  "revolutionary"  filler-capper,  the 
RDM,  which  can  fill  1000  no-deposit 
bottles  per  minute  by  using  a  double  row 
of  filling  and  capping  heads.  Advantages 
include  low  noise  and  breakage  levels. 

The  Involex  high  speed  shrinkwrap- 
ping  machine,  marketed  by  Rockware  for 
Baur,  produces  multipacks  of  bottles  in 
shrinkfilm  without  a  cardboard  base — up 
to  140  packs  per  minute. 
A  Gallenkamp  &  Co  Ltd,  PO  Box  290, 
Technico  House,  Christopher  Street, 
London  EC2P  2ER.  Recently  introduced 
Mettler  PK  series  of  electronic  top- 
loading  weighing  instruments.  During 
weighing-in,  the  last  decimal  of  the  LED 


display  is  blanked  out  and  the  balance 
indicates  the  weight  increase  in  sequence, 
this,  say  Gallenkamp,  reduces  the  danger 
of  overfilling  to  a  minimum.  As  soon  as 
the  filling-in  process  is  interrupted  the 
complete  weighing  result  lights  up.  The 
integration  time  can  be  adjusted  from 
the  outside  and  calibration  is  by  "the 
touch  of  a  button".  Automatic  stability 
detectors  are  standard  and  sensitivity 
can  be  selected  in  six  steps. 
Sartorius  Instruments  Ltd,  18  Avenue 
Road,  Belmont,  Sutton,  Surrey,  SM2 
6JD.  Latest  range  of  precision  balances 
— series  1300 — are  designed  for  weight 
determinations  of  high  volume  samples 
to  O.Olg  or  O.lg  readability  within  a  large 
weighing  range.  Electronic  top-loaders, 
with  large  square  balance  pans,  the  series 
has  a  measuring  range  of  400,000  or 
60,000  digital  steps.  All  models  are 
equipped  with  a  microprocessor  with 
fixed  programmes  for  highly  specialised 
weighing  applications  and  can  be  used 
with  data  storage  and  data  processing 
systems.  The  range  is  equipped  with 
"overload  protection"  and  electronic 
damping  of  vibrations. 
Boxal  Sales  Division,  Imperial  House, 
Lypiatt  Road,  Cheltenham.  Boxal,  part 
of  the  Alusuisse  Group,  are  offering  a 
unique  feature  on  their  new  roll-on 
aluminium  containers — decorating  aero- 
sol cans  in  mirror  finished  gold  and  silver 
printing.  "The  finish  resists  scratches  and 
does  not  rub  off.  In  addition,  the  gold 
and  silver  decoration  is  resistant  to  alco- 
hols frequently  used  in  cosmetic  pro- 
ducts," say  Boxal.  In  addition  to  the 
mirror  finished  printing,  Boxal  can  apply 
any  method  of  printing  to  the  aluminium 


Rockware's  "revolutionary"  filler-capper  with  double  row  filling  and  capping  heads 
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A  selection  of  the  Boxall  "mirror-finish" 
aluminium  roll-on  containers 

roll-on  container  to  give  an  unbroken 
design  around  the  can. 

The  company  are  also  currently  manu- 
facturing a  narrow-neck  15mm  alumin- 
ium container  which,  they  say,  has  been 
successfully  used  abroad  for  the  packa- 
ging of  pharmaceutical  products. 
Newman  Labelling  Machines  Ltd, 
Queens  Road,  Barnet,  Herts,  EN5  4DL. 
One  of  two  products  new  to  the  UK,  the 
Facilette  3VA,  is  a  fully  automatic 
machine  for  applying  pressure  sensitive 
labels  to  small  cylindrical  containers 
such  as  vials  and  ampoules.  A  unique 
feature,  say  the  company,  is  its  ability 
to  handle  containers  from  and  into  trays 
entirely  in  the  upright  position. 

The  second  product,  the  3VL,  includes 
the  established  features  of  the  "VL" 
range  of  wet  gum  labelling  machines, 
with  a  newly  designed  coding  unit  for 
printing  variable  information  on  almost 
any  part  of  the  label. 

CJ  Hall  (Witney)  Ltd,  Bromag  Indus- 
trial Estate,  Burford  Road,  Minster 
Lovell,  Oxon.  New  flameless  heat  gun 
Which  enables  shrinkwrapping  to  be 
carried  out  in  those  areas  where  other 
types  of  shrinkguns  would  not  be 
allowed. 

New  unit  which  allows  a  combination 
of  both  stretchwrapping  or  shrinkwrap- 
ping to  be  utilised. 

Bell  Packaging  Ltd,  Ox  Lane,  Harpen- 
den,  Herts.  The  Jetran  packaging  system 
—"a  unique  new  concept  in  transparent 
display  packaging".  The  Jetran  process 
forms  semi-rigid  containers  in  an  "ultra- 
clear"  grade  of  PVC;  polystyrene  or 
acetate  may  also  he  used.  Packs  are  sup- 
plied flat  and  cut  to  size  or  on  a  roll. 
An  almost  unlimited  range  of  shapes  and 
sizes  are  available. 

English    Glass    Company   Ltd,  Scuda- 

more  Road,  Leicester  LE3  1UG.  First 
showing  in  UK  of  Berg  Plastic  Closures 
— "This  range  offers  both  manufacturers 
and  users  many  advantages  over  conven- 
tional closures."  A  semi-automatic  inser- 
tion machine  also  displayed. 
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This  is  the  new  CC148  -  the  fast,  fully  secure 
electronic  cash  register  that  produces  an 
audit-ready  print-out  of  all  transactions.  It  also 
separates  value  added  tax  (and  discounts  etc) 
automatically,  so  enabling  assessment  of  sales 
performance  and  reducing  book-keeping 
time.  Not  only  does  the  CC148  speed  the  day's 


business  -  it  also  accurately  records  a  secure 
and  detailed  account  of  every  transaction. 
That's  what  we  call  audit-readiness. 

Proudly  British  in  conception  and  manu- 
facture, the  CC148  is  available  in  single-total, 
four-  and  eight-total  versions  -  with  facilities 
selected  to  meet  your  own  operational  needs. 


Chubb  Cash 


Please  contact  your  nearest  Chubb  Cash  regional  centre: 
LONDON 

29  Enf&rd  Street,  W1.  Tel  01  -262  3251 
NORTH 

Wellhouse  Fold,  Greenside  Road,  Mirfield, 
\Afest  Yorkshire  Tel. (0924)  496387 
MIDLANDS 

24a  Terminus  Shopping  Centre.  Wylde  Green, 
Sutton  Coldfield,  West  Midlands  Tel, 021  -382  7780 
EAST 

Laureate  Paddocks,  Newmarket,  Suffolk, 
Tel,  (0638)  3527 


SOUTH  EAST 

9  Commonside  East,  Mitcham,  Surrey 
Tel  01-648  7060 
SOUTH  WEST 

Barton  Vale,  Bristol,  Avon  Tel  (0272)  20541 
SCOTLAND 

10-12  Abbotsinch  Road,  Grangemouth. 
Tel.  (03244)  4856 
NORTHERN  IRELAND 

377a  Antrim  Road,  Newton  Abbey, 


Glengormley,  Co  Antrim.  Tel,  023-133171 
CHUBB  CASH  LTD  HEAD  OFFICE.  BRIGHTON  (0273)  558441 


Chubb  Cash 
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How  to  spot  s 

to  ask  for  co 


An  involuntary  capillary  hyperaemia  occurs 
through  temporary  cessation  of  activity  of  the  local 
vasoconstrictor  nerves. 

In  short,  a  blush.  And  all  because  someone  found  it 
embarrassing  to  ask  for  contraceptives. 

This  is  no  freak  happening.  Because  every  day 
people  who  have  to  ask  for  contraceptive  sheaths 
undergo  a  similar  biological  change. 

To  alleviate  the  problem,  Horizon  have  developed 
Family  Planning  Self-Selection  Centres  that  take  the 
increased  heartbeat,  the  stammering  and  hot  flushes 
out  of  buying  contraceptives. 

The  Centres  (available  in  two  sizes)  introduce 
your  customers  to  the  first  really  desirable  alternatives 
to  Durex®  sheaths:  namely  Stimula,®  Conture,®  and 
Tahiti® 

In  addition,  the  Centres  also  have  space  for  our 
competitor  s  sheaths  and  related  items  such  as  creams 
and  foams. 

With  the  full  range  of  contaceptive  sheaths  on 
your  customers  side  of  the  counter,  the  obstacle  of 
having  to  ask  for  them  is  removed. 

Inevitably,  because  they  are  easier  to  buy,  people 
will  buy  more  of  them. 
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eone  trying 
aceptives. 

And  when  you  think  of  the  profit  to  be  made  from 
just  one  packet  of  contraceptives,  our  Family  Planning 
Centres  could  give  you  a  case  of  Tachycardia 
(excitement  from  earning  money). 

For  your  free  Horizon  Family  Planning  Centre, 
write  to  Chefaro,  Crown  House,  London  Road, 
Morden,  Surrey  SM4  5DZ. 

Or  telephone  (01)  542  3402  and  ask  to  speak  to 
Sue  Collyer.  She's  waiting  for  your  call. 

Alternatively  you  can  get  in  touch  with  your  local 
Chefaro  representative. 


A  condensed 
version  is  also 
available. 


HORIZON 


Horizon  Contraceptive  Sheaths 


29  March  1980 


Durex"  is  the  registered  trademark  of  LRC  Products  Limited 
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QUALITY  GLASS  URINALS 


Now  available  from  stock 
•  Sole  U.K.  suppliers 

•  Cheaper  than  most  other  types 
More  hygienic 

•  Does  not  mark  or  discolour 

Clear  glass  offers  visual  clarity 
•  Supplied  in  packs  of  1  dozen 


Manufactured  by 
SOLPORT  BROS.  (POTTERS  BAR)  LTD. 


PORTIA 


20a  High  Street. 

Potters  Bar, 
Herts.  EN6  5AQ 
Tel.  Potters  Bar  (0707)  56452 


SURGICAL  ELASTIC  HOSIERY 
BELTS  —  TRUSSES 

•  TWO-WAY  STRETCH  ELASTIC  YARN 

•  FLATBED  KNIT  &  CIRCULAR  KNIT 

•  NYLON  LIGHTWEIGHT  STOCKINGS 

•  NYFINE  LIGHTWEIGHT  TIGHTS 

•  SEAMLESS  ONE-WAY  STRETCH 

•  NYLON  NET 

Slock  Sizes  or  Made-to-Measure 
Obtainable  direct  or  through  your  wholesaler.  Write  lor  literature. 

Stock  Belts  (Abdominal  and  Spinal)  -  Elastic  Band  Trusses  -  Jock  Straps 
Suspensory   Bandages  Athletic   Slips      -      Stockinette  Bandages 

vernon   Works,    Bastord,  Nottingham 
E.      SALLIS      LTD.      Phone:   77841-2         Grams:  Eesiness 


Absolute 
Alcohol 

Synthetic  quality  available  to  British  and  all  well  known 

International  Specifications  and  Pharmacopoeias. 
Also  meets  requirements  of  specifications  being  drawn 
up  for  Food  (i  rade  Ethanol  by  E.E.C. 


James  Burrough  Limited 

Fine  Alcohols  Division  60  Montford  Place  London  SE11 

'-.    ,  .  Tel:  01-735  8131 
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NATIONAL  PHARMACY 
SAUDI  ARABIA 


One  of  the  leading  Pharmacies  in  Saudi  Arabia  with 
head  office  situated  in  Jeddah  is  currently  under- 
going a  programme  of  expansion  for  the  distribution 
and  retailing  of  Pharmaceuticals,  cosmetics,  perfumes 
and  toiletries  within  Saudi  Arabia. 

The  company  is  seeking  exclusive  representation  of 
international  manufacturers  in  any  of  the  above 
product  lines  to  further  enhance  the  business  and 
increase  turnover. 

Any  firm  willing  to  enter  into  agency  negotiations 
with  the  company  should  contact  the  group 
management  company  SACBA,  represented  by 
Sheikh  Essam  Mohammed  Bakor,  addressing 
correspondence  in  the  first  instance  to  :  Mr.  Colin 
R.  Monk,  Vice  President,  at  the  following  address:- 


♦  >>> 


SACBA 

P.  O.  BOX  1135 

Jeddah 

Saudi  Arabia 

Phone  :  31434 

Telex  :  400457  SACBA  SJ 
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Purchasing  as  a  business 
discipline  for  pharmacies 

by  Eric  A.  Jensen,  BCom,  MPS,  Mlnst  M.,  FIPharmM 


At  the  outset  of  any  consideration  of 
the  purchasing  function  it  is  useful  to 
ask  whether  staff  training  is  unduly 
biased  to  selling  and  whether  training 
in  purchasing  should  be  given  more 
attention.  It  is  a  truism  that  wise 
buying  leads  to  ready  selling  and  is  the 
precursor  to  profit.  Sensible  purchasing 
depends  on  careful  market  research,  a 
business  discipline  under-observed  by 
many  private  pharmacists  but  not  by 
the  prosperous  multiples. 

The  private  pharmacist  could  divide 
his  purchases  into  three  main  groups 
with  varying  characteristics:  Purchase 
of  stock  for  resale  over  the  counter  or 
on  prescription;  purchase  of  equipment 
for  the  dispensary  or  "front  shop"; 
purchase  of  property  or  land  or  related 
activities,  for  instance,  the  building  of 
extensions  or  alterations  to  premises. 

Each  of  these  groups  has  its  special 
features,  but  there  are  principles  com- 
mon to  all  three.  In  each  case  we  are 
involved  in  trying  to  assess  the  return  on 
the  investment,  how  much  and  when. 
The  further  ahead  the  expected  return, 
the  more  imperative  is  the  need  to  make 
a  discounted  cash  flow  forecast  and 
analysis.  Again  we  are  in  each  case  faced 
with  decisions  on  the  allocation  of 
resources  in  such  a  way  that  we  do  not 
later  regret  having  invested  in  one 
product  rather  than  another. 

Stock  investment 

As  stock  is  usually  the  largest  single 
investment  the  private  pharmacist  has 
in  his  business,  and  an  investment  he  is 
continually  engaged  in  making,  it  is 
proposed  to  deal  mainly  with  stock  in 
this  article.  The  peculiar  quality  of 
stock  is  that  while  it  is  a  capital  asset 
on  the  balance  sheet  it  is  also  an  asset 
which  is  repeatedly  being  realised.  As 
cash  is  released  through  your  sales  you 
re-invest  it  to  feed  further  sales. 

The  object  of  this  buying-selling  cycle 
is  to  make  an  acceptable  gross  and  net 
return.  This  leads  to  two  considerations. 

First  of  all,  cash  profit  is  not  a  goal 
which  totally  overrides  considerations 
of  job  satisfaction,  of  service  to  the 
community.  Secondly,  pharmacists  are 
particularly  interested  in  building  up 
and  conserving  goodwill,  with  long-term 
rather  'than  short-term  gains;  their 
businesses  tend  to  be  stable,  in  contrast 
with  the  type  of  shop  that  tries  to  make 
a  quick  and  high  profit  and  then  moves 
elsewhere  with  the  same  plan.  Associat- 
ed with  this  goodwill  optimisation 
concept  is  the  readiness  of  pharmacists 
to  carry,  as  a  service,  certain  products 
rarely  called-for  but  wanted  without 
delay  when  they  are  required. 

The  basic  factors  in  stock  purchasing 
decisions  are  size  of  stock  in  relation 


to  turnover  and  size  of  stock  in  relation 
to  gross  margin. 

The  ideal  situation  is  to  have  sales 
of  such  magnitude  that  a  high  rate  of 
stockturn  can  be  combined  with  high 
gross  margins.  Here  stock  value  is  high 
per  se  but  low  relative  to  sales. 

The  worst  position  is  to  have  small 
stocks,  showing  low  gross  margins,  and 
a  low  rate  of  stockturn  because  sales  are 
small.  In  between  the  two  extremes  are 
many  retail  pharmacists  who  need  to 
strike  a  balance  between  margins  and 
rate  of  stockturn.  The  decision  reached 
will  depend  substantially  on  the  capital 
available  at  any  time,  and  as  capital 
varies  from  period  to  period  decisions 
must  be  flexible. 

Three  catagories 

The  private  pharmacist  can  find  him- 
self in  one  of  three  broad  categories:  — 

1.  His  capital  might  be  strictly  limited 
and  he  could  find  that  any  indulgence 
in  direct  bonus  buying  of  particular 
products  meant  that  he  cannot  stock 
the  full  variety  of  merchandise  for  which 
he  has  a  market.  As  a  generalisation  we 
can  state  that  variety  of  goods,  rather 
than  heavy  stocks  of  a  limited  range 
produces  sales  volume.  Anyone,  there- 
fore, concentrating  on  margins  instead 
of  sales  volume  could  be  gaining  a  few 
per  cent  gross  on  some  lines  but  at  the 
cost  of  losing  sales  at  say  20  or  25  per 
cent,  or  possibly  more,  on  lines  he  is 
not  able  to  carry.  So,  with  shortage  of 
capital,  the  sensible  procedure  is 
normally  to  satisfy  the  market  so  far 
as  possible  through  carrying  a  wide 
range  and  to  suffer  a  reduced  overall 
gross  percentage,  but  to  gain  an  in- 
creased gross  in  cash  and  customer 
goodwill. 

2.  His  capital  might  be  adequate  for 
the  business,  so  that  he  can  carry  the 
necessary  variety  and  also  buy  on  bonus 
terms  Where  appropriate.  Here  the  costs 
of  holding  stock  are  to  be  considered  in 
relation  to  the  extra  gross  profit,  and 
in  relation  to  alternative  ways  in  which 
capital  could  be  deployed  within  the 
business:  Would  it  for  example  be  pre- 
ferable to  refit  instead  of  putting  money 
into  stock? 

3.  His  capital  might  be  adequate  not 
only  for  all  the  needs  of  the  pharmacy, 
but  for  other  investments  and  projects. 
Here  the  problem  is  how  much  total  in- 
vestment the  pharmacy  warrants  to  opt- 
imise profits  and  what  to  do  with  the 
surplus  capital. 

An  equation  has  been  proferred  to 
give  a  theoretical  link  between  sales  of 
any  product,  the  stockholding  cost,  the 
cost  of  placing  an  order,  and  the  ideal 
economic  order  quantity.  While  there 
are  serious  limitations  to  the  practical 


value  of  the  equation  it  draws  attention 
to  basic  principles. 

The  equation  is :  - 
Economic  order  quantity 

(ie,  value  of  order) 
2    x    value   of   annual   consumption  x 
order  cost. 

Stockholding  cost  as  a  percentage  of 
value. 

If  we  assume  for  instance  that  pur- 
chases for  a  year,  at  cost  price,  of  a 
product  are  £1,000,  that  it  costs  £1.00, 
in  time,  postage,  etc,  to  place  an  order, 
and  that  stockholding  cost  as  a  percent- 
age of  average  stock  held  of  this  pro- 
duct is  10  per  cent,  then  the  value  of 
the  order  we  place  would  be: 

2   x   £1000  x  £1.00    =    £140.00  approx. 
10/100 

If  the  annual  purchases  are  doubled 
we  do  not  double  the  size  of  the  order 
but  increase  it  by  the  square  root  of 
two,  that  if  we  order  approximately  1.4 
times  the  former  quantity.  If  the  cost 
of  placing  the  order  doubles  we  do  the 
same,  while  as  the  cost  of  stockholding 
increases  we  reduce  the  amount  ordered, 
observing  the  square  root  sign. 

That  is  the  theory.  However,  we  must 
look  at  the  assumptions.  First  of  all, 
we  have  taken  it  that  we  know  accur- 
ately the  annual  consumption,  but  we 
cannot  necessarily  prophesy  with  cer- 
tainty that  the  future  will  mirror  the 
past;  the  market  might  change. 

Finally,  the  stockholding  cost  for  an 
individual  product  could  be  extremely 
difficult  to  calculate,  and  we  would  pro- 
bably have  to  be  satisfied  with  an  ap- 
proximate percentage  for  the  overall 
cost  for  our  entire  stock. 

The  equation  can  provide  only  a  guide 
to  purchasing  procedure  and  the  square 
root  sign  serves  as  a  warning  that  ad- 
justments to  changing  conditions  should 
normally  be  moderate,  not  extreme.  It 
would  be  salutary  for  many  pharmacists 
to  work  out,  even  roughly,  what  it  costs 
lo  have  goods  on  the  shelf.  With  cur- 
rent interest  rates  on  overdraft  of  around 
20  per  cent  per  annum,  it  is  costing 
5  per  cent  to  hold  stock  for  three  months, 
and  many  lines  are  not  achieving  four 
stockturns  a  year.  Add  to  such  cost  the 
cost  of  space,  of  staff  time  in  counting, 
in  keeping  articles  in  good  saleable  con- 
dition, and  so  forth,  and  we  can  quickly 
reach  an  alarming  portion  of  our  entire 
gross  margin  absorbed  in  this  way. 

Individual  adaptions 

Stock  control  systems  should  be  adap- 
ted to  the  individual  pharmacy  and 
should  be  as  simple  as  possible.  The 
sophistication  of  any  procedure  must  be 
related  to  the  standard  of  staff  as  other- 
wise delegation  becomes  counter-produc- 
tive. Staff  will  sell  more  efficiently  if 
they  are  involved  in  selection.  If  an 
owner  is  wary  of  delegation  a  solution 
could  be  to  use  it  in  a  limited  form  by 
setting  cash  limits  on  orders  placed  with- 
out his  authority.  The  lack  of  prepared- 
ness to  delegate  could  be  an  indication 
that  training  is  deficient  in  one  of  the 
key  functions  of  any  pharmacy,  that 
is  in  purchasing  procedures. 
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Two  nevi 
from  Stafford  I 


You  know  about  Sensodyne 
toothbrushes.  Adult  and  children's  models,  and  a  specie 
one  for  sensitive  teeth.  High-quality,  premium  priced, 
backed  by  heavy  promotion  to  the  dental  profession  am 
the  public. 

Now  we're  introducing  two  new 
Sensodyne  toothbrushes  to  make  the  range  more  i 
complete.  I 

Sensodyne  I 
Interdental  ! 

Dentists  recommend  that  a  single-tuft  1 
toothbrush  should  be  used  routinely  for  ^  ^ 

cleaning  the  spaces  between  the  teeth.  The  ^ 
new  Sensodyne  Interdental  has  correct 
head/handle  configuration  with  double- 
rounded  Tynex  nylon  brushing  f 
filaments  designed  for    _  «JH 
long  life  and  efficient    i  ||  JW  jdH 

penetration  into  the  /'  gm 

crevices.  As  this  brush  I  I 
meets  a  definite  £f  H 

professional  /  Ik  \jm  I 

requirement,  it  is  xd8  P 

anticipated  that  the  /  ■  I  \ 

level  of  dental  F|         ^  iti 

recommendation  will 
be  high. 


CHEMIS 
DRUGGI 

Directory  1980 

will  be  published  in  March  1980  S 

Last  year  the  1979  edition  of  CHEMIST  &  DRUGGIST  DIRECTORY  sold  out  on  publication. 
Now,  as  a  Chemist  &  Druggist  subscriber,  you  can  order  your  copy  at  a  special  price  of  £18.00 
saving  £2.00  on  the  full  publication  price. 

This  brand  new  edition  of  CHEMIST  &  DRUGGIST  DIRECTORY  has  been  extensively  revised  and 
updated.  Changes  include: 


CHEMIST 
DRUGGIST 

Directory  19*° 

PHIUPS 


SAVE  £2.00— ORDER 
YOUR  COPY  NOW! 


*  Many  NEW  products  fully  classified  in  our  UNIQUE  TABLET  &  CAPSULE 
IDENTIFICATION  GUIDE  now  with  a  new  easier  method  of  identifying 
markings 

*  30  more  companies  in  the  section  on  MULTIPLE  RETAIL  OUTLETS  & 
WHOLESALERS 

*  A  large  number  of  changes  in  the  BUYER'S  GUIDE  TO  PRODUCTS 

*  Information  on  the  single  higher  rate  of  VAT  &  increased  prescription 
charges 

*  EMERGENCY  SERVICES  section  including  information  on  Blood 
Transfusion  Centres  and  Poisons  Information  Centres 

PLUS  . . .  Full  names,  addresses  and  telephone  numbers  of . . .  HOSPITAL 
PHARMACISTS,  PHARMACEUTICAL  ORGANISATIONS,  MANUFACTURERS 
&  SUPPLIERS  and  FORENSIC  &  GENERAL  INFORMATION  


So  why  delay  —  make  sure  of  YOUR  copy  now  —  at  the  special  discount  price!  Just  complete 
the  order  form  below  and  send  to:  Direct  Marketing  Manager,  Benn  Publications  Ltd.,  Union 
House,  Eridge  Road,  Tunbridge  Wells,  Kent  TN4  8HF. 


CHEMIST  &  DRUGGIST  DIRECTORY  1980  - 


ORDER  FORM 


PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Please  supply  copy/ies  of  CHEMIST  &  DRUGGIST  DIRECTORY  1980 edition 

at  £20  per  copy  (or  £18  per  copy  to  Chemist  £t  Druggist  subscribers) 

Please  tick  □  /  enclose  P  O  /Cheque  for  C  


Signature: 


□  Please  Send  Invoice 
Date:  


Name: 


Tel 


Position  in  Company: 
Company:   


Telex 


Address: 


MMli)  DIRECTORIES 


ASSOCIATION  OF  BRITISH 
DIRECTORY  PUBLISHERS 


EUROPEAN  ASSOCIATION  OF 
DIRECTORY  PUBLISHERS 


Country: 


NOTE:  We  are  establishing  a  system  for  handling  "standing  orders"  for  future 

years  Initial  here  if  you  wish  to  have  us  automatically  repeat  this  order  for  future  editions. 

Type  of  Business     Please  tick 


□  Pharmaceutical  Manufacturer 

□  Pharmaceutical  Wholesaler 

Other  (please  state)  


Pharmaceutical  Retailer 
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OPEN  SHOP 

by  a  North  London  proprietor 

The  scripts  that  came 
back  with  a  thud 


Of  the  various  irritations  that  go  with 
National  Health  dispensing  there  are  two 
which  have  long  been  a  source  of  irrita- 
tion to  me.  One  is  that  there  is  no 
mechanism  by  which  we  ourselves  can 
check  that  we  are  being  paid  correctly; 
the  second  is  that  we  are  not  advised 
when  our  endorsements  on  prescriptions 
are  disallowed.  The  first  is  to  some  ex- 
tent overcome  by  the  Central  Checking 
Bureau  which  keeps  an  eye  on  the 
accuracy  of  pricing  bureaux  activities. 
The  second  is  not  so  good  because  we 
can  be  deluding  ourselves  that  we  are 
being  paid  for  what  we  actually  supply 
when,  in  fact,  we  are  not. 

When  we  were  first  advised  that  we 
would  have  to  endorse  much  more  fully, 
in  January,  I  decided  that  this  was  a 
golden  opportunity  to  get  a  fair  number 
of  prescriptions  back  for  examination  so 
did  not  alter  my  endorsing  habits,  but 
endorsed  only  when  there  was  ambiguity. 
Even  so,  I  was  a  little  surprised  at  the 
result. 

My  bundle  of  returned  prescriptions 
fell  with  a  very  heavy  thud  through  the 
letter  box,  for  there  were  over  400  forms 
returned,  nearly  a  quarter  of  the  number 
submitted  for  that  month.  Now  it 
happens  that  my  local  doctors  are  very 
approved-name  minded  so  that  I  may 
well  have  had  returned  a  larger  pro- 
portion than  most.  Of  these  the  great 
bulk  were  for  diazepam,  indomethacin 
and  bendrofluazide.  Although  I  cannot 
understand  why  the  arrangements  for 
these  drugs  had  to  change  and  cause  such 
confusion,  I  was  expecting  to  get  these 
back. 

Exclusive  formulations 

Another  class  were  common  drugs  in 
exclusive  formulations — diazepam  syrup, 
aminophylline  SR  225mg,  indomethacin 
R  capsules  75mg.  These,  it  seemed  to 
me,  could  have  been  priced  easily  as 
there  is  only  one  formulation  of  each 
available.  It  might  have  been  difficult, 
however,  for  the  pricing  clerk  to  have 
differentiated  between  the  forms  of  the 
drug  which  were  widely  available  and 
those  only  obtainable  in  a  proprietary 
form. 

The  third  class  to  be  returned  was 
where  the  drug  exists  in  more  than  one 
proprietary  form  but  all  at  the  same 
price.  Temazepam  capsules,  griseofulvin 
tablets  and  rifampicin  capsules  all  came 
back.  The  last  class  are  those  products 
which  are  obtainable  only  as  a  pro- 
prietary product,  terbutaline  tablets  and 
injections,  flucloxacillin  capsules  and 
syrup,  indapamide  tablets  and  pindolol 
tablets  are  a  few  examples  of  a  wide 
range  of  products  in  this  group  which 
were  returned  for  "elucidation". 
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There  were  some  strange  decisions 
here  as  to  what  was  acceptable.  For  ex- 
ample, one  of  my  doctors  just  writes 
"Allpyral  initial  set";  where  I  endorsed 
it  "Allpyral  G"  the  endorsement  was 
accepted.  One  I  endorsed  "Grass  mix" 
was  not.  One  of  my  doctors  is  fond  of 
using  sodium  bicarbonate  capsules.  T 
have  always  endorsed  them  with  just  the 
cost  price,  so  far  without  problems.  But 
this  month  because  I  did  not  add  the 
makers'  name;  back  it  came. 

To  have  galenicals  such  as  Dakins 
solution,  cetrimide  solution  returned  ask- 
ing who  actually  manufactured  them  was 
very  tiresome,  but  the  prescription  whiich, 
for  me,  really  took  the  biscuit  was  one 
for  ung  hammamelidis  which  was  re- 
turned asking  me  for  the  formula.  Per- 
haps we  could  all  club  together  and  buy 
the  pricing  bureau  a  copy  of  Martindale ! 

It  seems  to  me  that  the  whole  exercise 


is  not  so  much  one  of  prescription 
elucidation  but  of  sheer  official  bloody- 
mindedness,  the  strict  application  of 
regulations  for  their  own  sake. 

The  checking  of  the  actual  price  paid 
on  the  prescriptions  produced  no  major 
errors  but  a  couple  of  my  endorsements 
were  ignored.  A  prescription  calling  for 
300ml  Polytar  was  endorsed  2  x  150ml 
(as  Polytar  shampoo  needs  to  be  dispen- 
sed with  the  directions  on  the  container), 
but  was  paid  ex  the  1,000ml  pack.  Also, 
one  for  5ml  chloramphenicol  eye-drops 
was  endorsed  "5ml  Chloromycetin  Redi- 
drops"  but  paid  for  as  the  standard 
Kerfoot  chloramphenicol  drops. 

As  I  know  that  the  doctor  prescribes 
5ml  because  he  doesn't  want  any  left 
over  at  the  end  of  the  treatment,  I  sup- 
pose in  future  I  shall  have  to  open  a 
10ml  bottle,  lob  5ml  down  the  sink  and 
dispense  the  rest.  But  then,  the  eye  drops 
would  no  longer  be  sterile  and  so  I 
should  be  in  breach  of  my  terms  of  ser- 
vice. This,  I  think,  is  what  we  call  a 
"Heads  I  win,  tails  you  lose"  situation. 
However,  in  our  dealings  with  the 
Department  of  Health  we  should  be  used 
to  that. 

□  The  Pharmaceutical  Services  Negotiat- 
ing Committee  is  attempting  to  sort  out 
some  of  these  anomalies  (see  p504) — 
Editor. 


Debendox  verdict  gives  parents  $20,000 


After  eight  weeks  a  verdict  has  been 
reached  in  the  Debendox  trial.  The  jury 
ruled  that  the  drug  bad  produced  arm 
and  chest  deformities  in  David  Mekdeoi 
and  ordered  Richardson-Merrell  to  pay 
$20,000  to  the  parents  for  his  medical 
expenses. 

The  case  was  brought  by  Mr  and 
Mrs  Mekdeci  on  behalf  of  their  son.  Betty 
Mekdeoi  Claimed  that  taking  Bendec- 
tin during  pregnancy  caused  the  deformi- 
ties in  David  and  asked  for  $10  million 
in  punitive  damages  and  $2m  in  compen- 
satory damages. 

According  to  Richardson-Merrell  the 
jury's  verdict  was  a  clear  vindication  of 
their  case.  They  claim  that  the  denial  of 
any  damages  award  means  it  was  held 
that  Bendectin  did  not  cause  the  birth  de- 
fects. Bendectin /Debendox  has  a  23-year 
record  of  safety  in  about  30  million  preg- 
nancies worldwide,  they  say,  and  its 
safety  has  also  been  demonstrated  in  ex- 
tensive scientific  studies.  Debendox  and 
Bendectin  are  not  identical  products  as 
in  1976  the  FDA  ordered  Richardson- 
Merrell  to  remove  dicyclomine  from 
Bendectin. 


The  Committee  on  the  Safety  of 
Medicines  are  reviewing  Debendox  at 
the  moment.  A  spokesman  for  the 
department  of  Health  said  that  t'ie  de- 
cision in  the  trial  was  a  legal,  not  a 
medical  one,  but  that  the  CSM  was 
reviewing  the  medical  and  scientific 
evidence  presented  at  the  trial.  Any  new 
evidence  would  be  taken  into  account 
in  their  decision. 

In  a  written  reply  to  a  question  from 
Mr  Jack  Ashley  in  the  Commons, 
Dr  Gerard  Vaugban,  Minister  for  Health, 
said  that  between  1963  and  February  12, 
1980  the  Department  of  Health  had  re- 
ceived a  108  reports  on  congenitally  mal- 
formed babies  whose  mothers  had  been 
prescribed  Debendox  during  pregnancy. 
He  said  that  the  figures  should  be  inter- 
preted with  caution  as  congenital  abnor- 
malities were  not  uncommon  and  could 
occur  spontaneously. 

Mr  Ashley  was  meeting  a  group  of 
parents,  who  are  worried  that  Debendox 
damaged  their  children,  this  week.  As 
C&D  went  to  press,  it  was  reported  that 
he  is  supporting  a  call  for  withdrawal  of 
the  drug. 


Two  equations  in  the  article  on  p535  of 
this  issue  are  incorrect.  The  first  equation 


Economic  order  quantity  (ie,  value  of  order)  ■ 


The  second  equation  should  read: 


2x£1,000x£1 


10/100 


(third  column)  for  calculating  economic 
order  quantity  should  read: 


2xvalue  of  annual  consumptionxorder  cost 
stockholding  cost  as  a  percentage  of  value 


=£140  approx. 
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NPA  seeks  to  retain  NHS 
advisory  machinery 


The  National  Pharmaceutical  Associ- 
ation is  to  seek  reassurance  and  further 
explanation  from  the  Department  of 
Health  about  plans  for  pharmacy  man- 
agement under  the  proposed  new  struc- 
ture of  the  NHS. 

The  NPA's  Board  of  Management  at 
its  meeting  on  February  26  discussed 
the  Department's  consultative  document 
"Patients  first, "  on  the  future  of  the 
health  service.  The  general  purposes 
committee  felt  that  the  proposals  would, 
in  practice,  save  little  money  and  hardly 
benefit  patients.  However,  the  Board 
decided  to  make  the  following  represen- 
tations to  the  Department: 

□  Arrangements  should  be  made  for 
contact  between  pharmacists  in  the 
"managed"  service  and  those  providing 
Part  IT  services  by  means  of  a  joint 
committee,  similar  to  the  present  area 
Pharmaceutical  Advisory  Committee, 
covering  a  geographical  area  co- 
terminous with  that  covered  by  each 
FPC.  In  many  instances  these  would 
be  multi-district  "areas". 

□  Provision  should  be  made  for  direct 
contact  between  Local  Pharmaceutical 
Committees  and  the  district  authority. 

□  Geographical  areas  covered  by  dis- 
tricts should  be  co-terminous  with  those 
covered  by  FPCs. 

□  There  should  be  a  district  pharma- 
ceutical officer  attached  to  each  new 
district  or  group  of  districts  covering 
a  FPC  area. 

□  The  regional  pharmaceutical  officer 
post   should  remain. 

□  If  members  of  regional  health  authori- 
ties were  to  be  appointed  from  each  dis- 
trict health  authority  in  the  region,  some 
members  of  each  DHA  should  be 
appointed  from  the  FPC.  There  would 
then  be  common  members  of  DHA  and 
FPC  as  at  present  there  were  of  area 
health  authority  and  FPC. 

□  Since  the  1974  re-organisation, 
FPCs  had  had  their  status  reduced  and 
there  should  therefore  be  a  return  to 
direct  funding  of  FPCs  either  by  the 
Department  of  Health  or  at  least  by  the 
RHA. 

□  Although  not  always  possible, 
attempts  should  be  made  to  align  the 
DHA  boundaries  with  those  of  county 
and  district  authorities. 

Animal  medicines.  The  Board  noted 
correspondence  between  the  secretary, 
Mr  J.  Wright,  and  the  secretary  of  the 
British  Veterinary  Association,  who  had 
complained  that  the  NPA  had  failed  to 
advise  its  members  in  two  of  its 
"Supplement"  articles  that  "veterinary 
surgeons  in  practice"  would  continue  to 
be  able  to  stock  and  supply  animal 
medicines.  Mr  Wright  had  answered  the 
criticism  by  sending  the  BVA  a  copy  of 
an  NPA  leaflet  which  had  previously 
been  mailed  to  members  making  this 
very  point. 


Research  project  on  competence.  A 
report  was  received  of  a  meeting  at  the 
Pharmaceutical  Society  at  which  NPA 
representatives  met  representatives  of 
the  Society's  Council,  the  Co-operative 
Pharmacy  Technical  Panel  and  Com- 
pany Chemists  Association  to  discuss 
the  proposed  research  project  on  com- 
petence in  relation  to  post-graduate 
education.  It  was  decided  to  inform  the 
Society  that  the  NPA  Board  believed 
the  present  title  was  emotive  and  should 
be  changed  to  one  such  as  "Investiga- 
tion of  post-graduate  education  require- 
ments" and  also  that  the  Department  of 
Health  be  asked  that  the  report  should 
not  be  published  but  remain  confiden- 
tial to  the  Department  and  the  Council. 

Insurance  against  "leapfroggers" 

In  response  to  an  inquiry,  the  Pharmacy 
Mutual  Insurance  Co  had  advised  the 
Board  that  damage  to  the  viability  of 
a  member's  pharmacy  by  a  "leap- 
frogger"  was  not  an  insurable  risk.  Con- 
sequential loss  insurance  could  be  applied 
only  to  damage  or  destruction  of  a 
property  by  certain  specified  perils  such 
as  fire,  explosion  impact,  aircraft,  water, 
earthquake,  etc. 

Limitation  of  contract  in  the  Isle  of 
Man.  The  Board  noted  that  from 
February  1,  new  regulations  in  the  Isle 
of  Man  had  provided  for  the  setting  up 
of  a  pharmaceutical  list  committee  of 
five  members,  two  to  be  appointed  by 
the  Manx  Chemists'  Association,  to  con- 
sider applications  from  registered  phar- 
macists for  inclusion  in  the  Isle  of  Man 
pharmaceutical  list. 

Since  a  newly-appointed  medical  officer 
of  health  first  proposed  that  health 
centres  be  built  on  the  island,  the  local 
association  of  NPA  members  had  been 
actively  at  work  to  secure  this  legisla- 
tion. From  the  beginning  they  had  gained 
the  unanimous  support  of  the  doctors, 
dentists  and  opticians  under  contract  to 
the  Isle  of  Man  Health  Services  Board 
to  press  for  legislation  which  would  limit 
contracts  for  pharmaceutical  services,  in 
line  with  the  principle  already  accepted 
in  relation  to  doctors,  dentists  and 
opticians  The  legislation  provided  the 
power  to  refuse  application  from  phar- 
macists to  provide  pharmaceutical  ser- 
vices where  the  service  was  already  ade- 
quate. 

It  was  noted  that  the  Island  had  a 
population  of  65.000  with  26  pharmacies, 
three  of  which  were  open  in  the  summer 
only  (when  Ihe  population  of  the  island 
could  exceed  100.000).  There  was  no  dis- 
pensing by  doctors. 

Cosmetic  companies.  The  Board 
accepted  the  general  purposes  commit- 
tee's recommendation  that  members  be 
encouraged,  through  the  Supplement,  to 
support  Vichy  products,  the  margins  on 
which   were   being   increased   to  meet 


members'  wishes.  Vichy's  chemist-only 
policy  had  also  recently  been  strongly! 
re-affirmed. 

During  a  discussion  about  Helena! 
Rubinstein's  policy  of  "rationalising! 
accounts",  a  majority  of  committee  meml 
bers  accepted  the  general  philosophy  thai 
retailers  should  not  expect  cosmetic  com  I 
panies  to  maintain  unprofitable  accounts! 
It  was  decided  that  a  meeting  be  sough! 
between  representatives  of  NPA  ancl 
Rubinstein  to  discuss  the  whole  questiofl 
of  account  rationalisation  and  RubinB 
stein's  future  policy  in  relation  to  indel 
pendent  chemists. 

Yardley's  recently  declared  intentioil 
of  sending  along  a  representative  rathel 
than  a  letter  where  an  account  was  dul 
for  closure  was  welcomed.  There  haJ 
also  been  an  exchange  of  views  between 
the  Association  and  Yardley  about  thH 
latter's  new  sales  strategy. 

LRC  conditions  of  sale.  The  comB 
mittee  noted  correspondence  between  thB 
deputy  secretary,  Mr  Tim  Astill,  anB 
LRC  on  the  subject  of  complaints  thfl 
Association  had  received  about  LRCB 
current  conditions  of  sale. 

Welsh  Consumer  Council  publicatior 
Assurances  had  been  received  from  th 
Welsh  Consumer  Council  about  the  wa 
it  would  in  future  show  the  location  c 
the  more  important  retail  outlets  in  it 
county  maps. 

Disposal  of  surplus  medicines.  Afte 
receiving  a  complaint  about  the  partic 
pation  of  "a  local  chemist"  in  a  scherr 
for  surplus  medicines  and  medical  san 
pies  for  overseas  relief,  it  was  decided  t 
remind  members  of  the  joint  Society 
NPA  advice  on  the  problems  that  ma 
accompany  charitable  collections  of  drus 
for  re-use. 

First  aid  at  work 

The  Health  and  Safety  Commission  ha 
published  a  consultative  document  aboi 
proposed  changes  to  the  law  and  tl 
provision  of  first  aid  facilities  for  peop 
at  work.  The  existing  legislation,  whic 
provided  for  specific  items  of  first  a 
equipment  to  be  made  available  depen 
ing  on  Ihe  number  of  employees,  was 
be  repealed  and  replaced  with  a  thre 
tier  system  of  legislation  consisting  i 
outline  Regulations,  a  code  of  practi 
and  a  set  of  guidance  notes. 

The  regulations  would  place  a  duty  ( 
all  employers  to  provide  adequate  equi 
ment.  facilities  and  first  aiders  for  rende 
ing  first  aid  to  employees  and  others  < 
the  work  premises.  There  would  also 
a  duty  on  the  self-employed  to  provi* 
themselves  with  appropriate  first  a 
equipment. 

The  code  of  practice  dealt  with  the 
duties  in  more  detail  and  laid  do\ 
guidelines  lo  help  employers  and  othe 
decide  what  equipment  and  facilitj 
should  be  provided.  It  suggested  that  I 
establishments  with  relatively  low  hazarl 
(shops,  offices,  banks,  libraries,  etc) 
trained  first  aider  would  not  be  necessa 
unless  150  people  were  employed  a: 
basic  first  aid  equipment  would  be  si 
ficient.  More  [rained  first  aiders  and  mc 
sophisticated  facilities  were  recommend 
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for  particularly  hazardous  work  places 
such  as  mines,  foundries,  oil  rigs,  etc. 

The  guidance  listed  the  basic  first  aid 
equipment  and  outlined  the  type  of  train- 
ing to  be  provided  for  first  aiders.  It  was 
agreed  that  the  NPA  should  make  suit- 
able representations  to  the  Commission 
about  certain  areas  of  concern  in  the 
consultative  document. 

Training  seminars.  After  considering 
plans  for  future  seminars  on  surgical 
hosiery,  ostomy  and  truss  fitting,  the 
business  services  committee  asked  the 
office  to  investigate  the  possibility  of 
arranging  a  "pet  business"  seminar,  in 
addition  to  the  one  being  considered  for 
agricultural/ veterinary  business. 

Child  resistant  containers.  The  wording 
of  the  counter  card  to  be  supplied  to 
members  was  agreed  as  follows :  "safety 
of  medicines.  All  prescriptions  for 
tablets  and  capsules  will  be  dispensed  in 
child  resistant  containers.  Please  ask  the 
pharmacist  to  show  you  how  to  use  them. 


If  you  want  an  ordinary  container,  please 
ask  when  you  hand  in  your  prescription." 
The  details  would  be  conveyed  to  the 
Department  of  Health  which  had  been 
asked  to  meet  the  card  production  cost. 

'Value  your  pharmacist'  campaign 

The  following  wording  was  approved 
for  printing  on  the  reverse  of  the  Associ- 
ation's "holiday  needs  list"  bag  staffers  :- 

"not  enough.  The  NHS  is  not  enough 
to  keep  your  pharmacy  open.  So  what 
can  you  do?  Everybody  should  be  within 
reasonable  distance  of  a  pharmacy,  not 
only  for  prescriptions  but  also  for  home 
medicines,  first  aid  requirements  and 
other  household  items.  What  is  more,  at 
every  pharmacy  there  is  a  pharmacist — 
an  expert  on  the  uses  and  effects  of 
medicines — whose  advice  is  available. 

"So  please  remember  next  time  you  are 
in  the  supermarket  that  from  your 
pharmacy  you  can  buy  tissues,  toiletries, 
home  medicines,  surgical  and  sanitary 
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goods  and  lots  more  besides.  The  pharm- 
acy is  normally  no  more  expensive, 
especially  when  you  take  into  account 
the  high  cost  of  petrol,  parking  and 
public  transport.  Over  3,000  pharmacies 
have  closed  in  the  past  ten  years,  use 

THEM  OR  LOSE  THEM!  " 

WESTMINSTER 
REPORT 

CSM  schemes 

The  Secretary  for  Social  Services  was 
asked  in  the  Commons  last  week  about 
the  schemes  proposed  by  the  Committee 
on  Safety  of  Medicines  to  detect  adverse 
reaction  to  drugs  by  postmarketing  sur- 
veillance. 

Dr  Gerard  Vaughan  said  that  the 
schemes  which  the  CSM  in  December 
1979  advised  the  Licensing  Authority  to 
consider,  are  known  as  "Record  linkage" 
and  "Retrospective  assessment  of  drug 
safety"  (RADS).  The  whole  issue  of 
postmarketing  surveillance  was  being 
considered  and  he  hoped  to  make  an 
announcement  in  the  near  future. 

Patient  leaflets 

Mr  Jack  Ashley  asked  the  Secretary  for 
Social  Services  last  week  to  what  extent 
drug  companies  inserted  patient  informa- 
tion leaflets  into  their  drug  packaging, 
and  whether  the  Department  of  Health 
encouraged  this  practice  and  would  con- 
sider making  it  mandatory. 

Dr  Gerard  Vaughan,  Minister  for 
Health,  replied  that  although  statistics 
were  not  available,  it  was  clear  that  only 
a  comparatively  small  number  of  pack- 
aged medicinal  products  contained 
patient  information  leaflets.  "Whilst  I 
approve  of  the  provisions  of  such  leaflets 
I  have  no  plans  to  make  it  compulsory." 

Fibrosis  not  exempt 

The  Secretary  for  Social  Services  was 
asked  recently  in  the  Commons  whether 
he  planned  to  include  cystic  fibrosis  on 
the  list  of  diseases  exempted  from  pre- 
scription charges. 

Sir  George  Young,  Under  Secretary 
for  Health,  said  there  were  at  present  no 
plans  to  seek  discussions  with  the  medical 
profession  about  adding  to  the  list  of 
exempted  medical  conditions. 

□  The  Medicines  (Phenacetin  Prohibi- 
tion) Order  1979  (SI  1979,  No  1181,  HM 
Stationery  Office,  £0.20),  which  came 
into  effect  on  March  27,  bans  the  general 
use  of  phenacetin  in  human  and 
veterinary  medicines.  Pharmacists  may 
sell  or  supply  a  product  containing 
phenacetin  as  the  sole  active  ingredient 
if  specially  prepared  in  accordance  with 
a  doctor's  or  dentist's  precription,  for  ad- 
ministration to  a  particular  patient 
(C&D,  October  6,  1979,  p509). 
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New  contract  proposals  for 
a  chemists'  NHS  charter' 


The  Pharmaceutical  Services  Negotiating 
Committee  has  sent  the  following  pro- 
posals for  a  "Chemists'  charter  involving 
a  new  NHS  contract"  to  Local  Pharma- 
ceutical Committees.  Comments  should 
be  returned  to  PSNC  by  April  28. 

Section  1  deals  with  short-term  policy 
in  progressing  towards  a  new  NHS  con- 
tract. Although  the  general  outline  sub- 
stantially reflects  previous  PSNC  policy 
and  I. PC  conference  decisions,  the  full 
introduction  of  a  new  contract  cannot 
be  realised  for  some  time  and  implemen- 
tation of  the  proposals  ultimately  depends 
on  agreement  over  the  rational  location 
of  contracts. 

However,  PSNC  must  now  take  de- 
cisions on  changes  in  the  basis  of  pay- 
ment in  order  to  smooth  the  financial 
transition  towards  a  new  contract  while 
retaining  sufficient  flexibility  to  make  any 
appropriate  amendments  in  the  future. 
The  proposals  set  out  below  are  based 
on  a  continuation  of  the  existing  balance 
sheet  system  and  the  absence  of  any 
agreement  on  rational  location  of  con- 
tracts. 

Current  proposals 

2.  1  The  future  structure  of  NHS  re- 
muneration has  to  be  considered  within 
the  context  of  the  PSNC  new  contract 
policy  and  having  regard  to  the  appro- 
priate level  of  gross  profitability  at  differ- 
ent levels  of  prescription  volume. 
2.  2  The  total  sum  of  remuneration  due 
to  contractors  in  1980  will  depend  on  two 
factors:  The  new  money  becoming  due 
from  the  negotiated  settlement  of  out- 
standing claims,  for  example,  net  profit 
margin  per  part  (i)  of  the  Franks  Panel's 
terms  of  reference,  property  costs,  etc; 
the  additional  money  becoming  due  as  a 
result  of  updating  1979  costs  by  agreed 
indices — this  involves  initially  forecasting 
the  level  of  wage  and  cost  inflation  in 
1980. 

2.  3  It  is  proposed  that  the  following 
priorities  be  applied  in  determining  future 
rates  of  NHS  remuneration  to  distribute 
the  total  sum  available  under  paragraph 
2.  2  above: 

A  basic  practice  allowance  (BPA)  to 
be  introduced  up  to  a  maximum  of 
£2,000  per  contractor,  payable  in  monthly 
instalments  to  all  existing  pharmacies 
and,  subject  to  an  appeal  procedure,  all 
new  pharmacies  not  less  than  one  kilo- 
metre from  the  next  nearest  pharmacy. 
New  pharmacies  not  less  than  two  kilo- 
metres from  the  next  nearest  pharmacy 
would  also  qualify  for  payment  under 
the  Essential  Small  Pharmacies  Scheme 
if  other  criteria  were  met. 

The  professional  fee  payable  under 
Part  111  A/1  of  the  Drug  Tariff  would 
be  increased  and  the  differential  on-cost 
scale  adjusted  to  distribute  the  remainder 
of  the  total  sum  available  to  reflect  any 
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decision  on  levels  of  gross  profitability. 

Section  2  deals  with  future  proposals 
for  revision  of  the  contract  in  the  ab- 
sence of  agreement  on  rational  location 
of  contracts.  The  aim  of  the  new  charter 
must  be  to  produce  a  better  service  for 
patients  and  better  financial  rewards  and 
job  satisfaction  for  pharmacists.  It  is 
also  essential  that  the  new  contract  re- 
wards efficiency  and  productivity  rather 
than  penalising  them.  The  present  system 
has  the  unfortunate  result  that  all 
efficiencies  and  increased  productivity 
lower  the  unit  cost  and  the  system  then 
lowers  the  payment  to  the  pharmacist. 
I.  2  The  profession  has,  on  numerous 
occasions,  rejected  the  concept  of  either 
a  managed  or  salaried  service  and  the 
conference  of  LPC  representatives  and 
the  PSNC  itself  have  resolved  that  a  new 
contract  is  essential  if  the  existing  service 
is  to  be  maintained  and  improved. 
1.  3  The  Secretary  of  State  has  been  em- 
phasising for  the  past  two  years  his  aim 
of  transferring  more  health  care  to  the 
community  and  has  called  upon  phar- 
macists to  take  a  more  active  advisory 
role. 

1 .  4  The  new  contract  must  be  formu- 
lated to  raise  remuneration  to  levels 
comparable  with  pharmacists  in  other 
EEC  countries  and  the  remuneration  paid 
should  be  comparable  to  the  salaries  paid 
in  other  spheres  to  pharmacists  and  other 
similarly  qualified  personnel. 
1.  5  Incomes  policies  and  inflation  have 
both  depressed  the  income  of  contractors 
in  recent  years  and  the  new  contract  pro- 
posals must  give  pharmacists  similar 
opportunities  to  those  in  industry  who 
negotiate  productivity  deals  and  extra 
pay  for  additional  hours,  particularly  un- 
social hours,  and  responsibilities. 
1.  6  Payment  based  solely  on  a  per-pre- 
scription  basis  has  not  proved  satisfactory 
to  maintain  an  adequate  pharmaceutical 
service.  It  is  just  not  possible  to  meet 
an  open-ended  work  commitment  within 
a  fixed  sum  unless  either  the  standards 
of  service  are  cut  and/or  the  rate  or  re- 
muneration is  diminished. 

1.  7  This  contract  must  ensure  that  phar- 
macists have  adequate  time  and  training 
for  the  additional  activities  in  advisory 
care  which  they  are  being  urged  to  accept. 
This,  of  course,  must  include  adequate 
payment  for  attendance  at  postgraduate 
courses,  including  the  payment  of  locums. 

Relationship  with  other 
submissions 

2.  1  It  is  desirable  that  the  proposals  are 
compatible  with  PSNC  policy  in  the 
following:  The  joint  Pharmaceutical 
Society/PSNC  submission  on  the  rational 
location  of  pharmacies;  LPC  conference 
and  PSNC  resolutions;  the  working  party 
report  on  the  future  of  general  practice 
pharmacy;  PSNC's  evidence  to  the  in- 


dependent panel;  PSNC's  submission  t( 
the  Royal  Commission  on  the  NHS;  t'hJ 
Clothier  report;  experimental  computej 
project  steering  committee;  existing 
PSNC  submissions  to  the  Department! 

Summary  of  present  policy 

3.  1  The  summary  of  present  policy  i 
shown  in  annexe  1. 

3.  2  In  addition  to  the  basic  practice  ant 
other  allowances  additional  paymen 
would  be  made  for  domiciliary  visits,  col 
lection  and  delivery  services,  rota,  oxygeij 
and  urgent  prescription  services,  whic 
are  further  commented  on  below. 
3.  3  In  the  report  on  the  future  of  genera 
practice  pharmacy  other  professiona 
activities  are  advocated  including  monirj 
oring  blood  levels,  taking  blood  pressur 
readings,  diagnostic  testing  including  pregj 
nancy  testing,  keeping  patient  record] 
and  issuing  repeat  prescriptions.  All  thes 
items  of  service  should  be  reimbursed  ai 
additional  payments  to  the  basic  practic 
allowance. 

3.  4  The  Medicines  Act  1968  only  allow 
the  pharmacist  to  prescribe  emergenc 
supplies  for  private  patients.  New  prim 
ary  legislation  altering  section  41  of  th 
NHS  Act  1977  is  required  to  allow 
similar  service  to  be  available  to  NH, 
patients. 

Additional  pharmacist  allowance 

4.  1  This  is  to  be  paid  to  larger  con 
tractors  where  the  volume  of  NHS  dis 
pensing  needs  additional  professions 
supervision,  say,  above  24,000  prescrip 
tions  per  annum.  The  allowance  woul 
represent  the  reimbursement  of  cost 
actually  incurred  up  to  an  agreed  max 
mum  at  various  prescription  volum 
levels.  Further  additional  pharmaci; 
allowances  would  be  paid  for  prescriptio 
volumes  over  48,000  per  annum.  T 
qualify  for  payment  it  would  be  necessar 
to  establish  proof  of  employment  an 
simultaneous  presence  with  the  first  phai 
macist. 

The  number  of  pharmacists  employe 
in  retail  pharmacy  is  now  at  the  lowe; 
level  since  the  inception  of  the  NHS  an 
the  last  manpower  survey  showed  the 
the  decline  in  numbers  of  pharmacist 
employed  in  general  practice  continue 
It  is  therefore  considered  essential  tha 
a  positive  incentive  be  provided  for  th 
employment  of  additional  pharmacist 
in  order  to  maintain  and  improve  pre] 
fessional  standards. 

Locum  and  other  allowances 

5.  1  Previous  new  contract  proposals  hav 
advocated  individual  payment  of  an  ar 
ciliary  and  locum  allowance.  It  is  pre 
posed  that  the  ancillary  and  loc 
allowance  be  omitted.  If  paid,  this  allow 
ance  would  increase  with  the  volume  c 
prescriptions  and  a  similar  effect  may  b 


29  March  198C 


Hi 


achieved  by  the  use  of  an  on-cost  per- 
centage which  would  act  as  a  hedge 
against  inflation  and  an  incentive  to  dis- 
pense expensive  prescriptions. 
5.  2  It  is  proposed  that  the  pre-registra- 
tion  graduate  allowance  continues. 
5.  3  It  is  proposed  that  an  on-cost  be 
payable  as  a  percentage  on  net  ingredient 
costs  to  cover  remaining  costs  and  pro- 
vide an  adequate  net  profit  margin.  The 
on-cost  element  would  represent  the 
balancing  payment  equal  to  the  differ- 
ence between  the  total  amount  due,  how- 
ever determined,  and  the  BPA  and  other 
allowances  already  paid.  The  on-cost 
would  give  an  incentive  to  increase  both 
the  volume  of  prescriptions  dispensed 
and  also  to  stock  a  wider  range  of  drugs. 

This  element  of  the  contract  would 
protect  contractors  in  periods  of  high  in- 
flation of  both  overheads  and  net  in- 
gredient cost.  Having  established  the 
total  amount  due  and  the  on-cost  for  the 
period  then  any  further  increase  in  pre- 
scription volume  or  an  increase  in  drug 
costs  would  result  in  a  proportionate 
increase  in  remuneration. 
5.  4  The  additional  services  of  oxygen, 
rota  and  emergency  out  of  hours  would 
be  remunerated  separately  from  the  basic 
contract.  Provision  of  the  oxygen  therapy 
service  would  be  voluntary  but  rota  and 
emergency  out  of  hours  services  would 
be  a  contractual  requirement  under  the 
terms  of  service.  These  services  would 
be  funded  separately  and  not  paid  out 
of  one  contractual  global  .sum  as  now. 
5.  5  Consideration  could  be  given  t'o  the 
provision  of  an  out-of-hours  service,  in- 
cluding rota,  on  the  basis  of  the  New 
Zealand  scheme.  Under  this  scheme 
pharmacists  in  all  major  conurbations 
work  during  the  hours  9  am-5.30  pm  for 
a  five-day  week  and  are  closed  all  day 
Saturday  and  Sunday.  An  "after  hours" 
pharmacy  opens  from  5.30  pm-9.30  pm 
for  weekdays  and  10.30  am-2  pm  and  7 
pm-9  pm  on  Saturdays  and  Sundays.  The 
"after  hours"  pharmacy  also  dispenses 
all  urgent  prescriptions.  It  is  run  on  a 
consortium  basis  and  receives  a  practice 
allowance  and  other  remuneration. 
5.  6  The  following  domiciliary  services 
would  also  qualify  for  additional  pay- 
ment: visit  to  measure  disabled  patient 
requiring  elastic  hosiery  or  truss;  collec- 
tion of  form  FP10  and  delivery  of  drugs 
to  patient  with  terminal  illness  where 
next  of  kin  cannot  leave  patient's  home: 
delivery  of  drug  to  an  elderly  bedridden 
patient  against  form  FP10  presented  by 
home  help  but  where  the  drug  is  not 
slocked  and  not  received  in  the  pharmacy 
until  after  home  help  has  finished  work; 
visit  to  patient  discharged  from  hospital 
to  determine  appliances  required  on  form 
FP10  where  type  not  known  by  doctor 
or  patient. 

5.  7  The  Essential  Small  Pharmacies 
Scheme  would  continue  in  the  form  re- 
commended by  the  Franks  Panel. 
5.  8  It  is  recognised  that  the  opening 
3f  part-time  pharmacies  may  be  appro- 
priate in  certain  areas,  subject  to  the 
ipproval  of  the  hours  of  service  sub- 
committee and  attractive  payment  of 
be  basic  practice  allowance  pro-rata. 
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5.  9  As  the  contract  applies  to  different 
categories  of  contractor,  for  example, 
independent  proprietor,  multiple,  etc,  and 
as  there  is  no  uniformity  of  financial 
position  among  contractors  in  the  same 
category,  it  is  difficult  to  devise  a  suit- 
able superannuation  scheme.  If,  however, 
the  contract  were  to  lie  with  the  phar- 
macist in  charge,  the  position  would  be 
simplified  and  could  be  reconsidered. 

Rural  dispensing 

The  payment  of  a  basic  practice  allow- 
ance coupled  with  the  additional  pay- 
ments for  collection  and  delivery  and 
domiciliary  service,  together  with  Essen- 
tial Small  Pharmacies  Scheme  support 
would  enable  pharmacy  to  provide  a 
more  effective  service.  The  National  Joint 
Committee  proposed  by  the  Clothier  re- 
commendations would  be  influenced 
greatly  in  favour  of  pharmacy  if  these 
additional  services  were  available. 

Mention  should  be  made  of  the  stock 
order  discussions  with  the  GMSC  and 
these,  if  subject  to  suitable  safeguards 
against  misuse,  would  enable  the  doctor 
to  supply  the  medicine  in  cases  of  emer- 
gency and  where  the  patient  needed  an 
initial  supply  for  the  first  24  hours,  as 
in  Scotland.  The  balance  of  treatment 
would  be  supplied  by  the  pharmacist  and 
the  amount  of  doctor  dispensing  could 
diminish  considerably. 

Other  essential  requirements 

7.  1  The  previous  paragraphs  have  dealt 
with  the  basis  on  which  remuneration 
is  to  be  paid  under  the  contract  and  it 
is  proposed  that  these  items  be  directly 
negotiated  between  PSNC  and  the  De- 
partment. These  proposals,  however,  re- 
present only  a  mechanism  for  the  pay- 
ment of  contractors  of  an  agreed  total 
sum  of  remuneration.  It  is  also  necessary 
to  establish  a  mechanism  for  arriving  at 
the  agreed  total  sum  of  remuneration 
and  it  is  essential  that  a  Review  Body 
procedure  be  introduced.  This  would  in- 
volve the  annual  presentation  of  evidence 
so  that  recommendations  would  be  re- 
ceived from  the  Review  Body  within 
a  finite  time  scale.  All  rates  of  remunera- 
tion relating  to  the  normal  hours  of  ser- 
vice would  then  be  revised  from  a  com- 
mon date — say  April  1 — following 
negotiation  with  the  Department. 
7.  2  It  is  important  that  the  new  contract 
ensures  that  pharmacists  are  paid  the 
replacement  cost  of  all  drugs  used  and 
not  the  acquisition  cost. 
7.  3  Revised  terms  of  service  and  model 
hours  of  service  schemes  represent  an 
integral  part  of  the  new  contract  and 
are  currently  being  revised  by  a  legal 
draftsman. 

These  proposals  represent  a  short-term 
aim  and  may  require  modification  in  the 
light  of  the  Panel's  report  under  part  (ii) 
of  its  terms  of  reference  and  the  results 
of  negotiations  on  the  rational  location 
of  contracts.  The  Panel  will,  however, 
wish  to  know  the  policy  of  PSNC  and 
the  conference  of  LPC  representatives 
towards  a  new  contract  and  will  take 
into  account  the  views  expressed.  It  is 
therefore    essential    that    new  contract 


policy  is  agreed  as  soon  as  possible  for 
presentation  to  the  panel. 

In  the  longer  term  the  structure  of  the 
contract  will  be  amended  following 
agreement  of  the  proposals  on  the 
rational  location  of  contracts.  The 
amendments  are  in  annexe  2. 

Rationalisation 

The  third  section  deals  with  rationalisa- 
tion. 

2.  1  In  the  absence  of  legislation,  a  degree 
of  rationalisation  may  be  achieved  by 
the  payment  mechanism  proposed  in  part 
2,  that  is  a  basic  practice  allowance 
paid  to  a  new  pharmacy  only  if  it  is 
more  than  one  kilometre  from  the  next 
nearest  pharmacy  and  an  Essential  Small 
Pharmacies  Scheme  payment  if  more  than 
two  kilometres. 

2.  2  It  is  desirable,  however,  that  full 
agreement   is   reached   on   the  rational 
Concluded  on  p544 


Summary  of  policy  in 
absence  of  rational  location 
agreement  (annexe  1) 

The  general  intention  is  to  individualise 
the  contract  payments  as  follows. 

1.  Basic  practice  allowance  to  be  paid 
to  all  existing  pharmacies  and  new  phar- 
macies not  less  than  one  kilometre  from 
the  next  nearest  pharmacy. 

2.  Additional  pharmacist  allowance  to  be 
payable  to  contractors  where  the  volume 
of  NHS  dispensing  and  ancillary  activities 
necessitates  additional  professional  super- 
vision, say  above  24,000  prescriptions  per 
annum.  This  would  represent  the  re- 
imbursement of  costs  incurred  up  to 
agreed  maxima  at  various  prescription 
volume  levels. 

3.  Pre-registration  graduate  allowance 
(already  in  operation). 

4.  On-cost:  an  agreed  percentage  to  re- 
imburse those  costs  not  covered  by  the 
above  allowances:  also  the  net  profit 
margin. 

5.  Separate  contracts  for  oxygen  therapy 
service  and  out  of  hours  service,  includ- 
ing rota. 

Summary  of  policy 
following  agreement  on 
rational  location  (annexe  2) 

1.  Practice  allowance  supersedes  the 
basic  practice  allowance  and  is  paid  at 
a  higher  level. 

2.  Premises  allowance  based  on  the  in- 
dividual re-imbursement  of  the  NHS 
turnover  proportion  of  rent  and  rates 
incurred. 

3.  Initial  practice  allowance  (relocation 
allowance)  redundancy  payments:  Lump 
sum  payments  to  be  made  within  the 
context  of  an  agreed  scheme  for  the 
rational  location  of  pharmacies. 

4.  Compensation  payment  where 
"acquired  rights"  not  transferable  by 
pharmacist.  The  compensation  payment 
could  be  based  on  similar  principles  to 
that  paid  to  sub-postmasters  if  their  sub- 
postmaster's  salary  is  not  transferable 
When  the  business  is  sold  and  is  based 
on  a  "revenue  rent  lost  assessment". 
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Contract  proposals 

Continued  from  p543 

location  proposals  in  order  to  permit  the 
orderly  development  of  the  pharma- 
ceutical service  in  the  public  interest  sup- 
ported by  the  financial  changes  noted  in 
annexe  2. 

2.  3  The  payment  of  a  practice  allowance, 
at  a  substantially  higher  level  than  the 
basic  practice  allowance,  would  be  a 
great  encouragement  to  a  more  even 
geographical  distribution  of  NHS  con- 
tracts by  moving  the  basis  of  remunera- 
tion away  from  prescription  volume.  The 
activities  of  "leap  froggers"  would  also 
be  curtailed. 

2.  4  If  a  pharmacy  is  needed  in  or  ad- 
jecent  to  a  group  surgery  then  an  NHS 
contract  should  be  offered  to  a  consor- 
tium. In  the  light  of  the  increased  over- 
head costs  incurred  in  relation  to  a 
static  volume  of  prescriptions  such  a 
contract  should  attract  a  practice  allow- 
ance plus  the  payments  outlined  by  the 
document  "Rational  location  of  Part  II 
NHS  pharmaceutical  services",  that  is, 
100  per  cent  of  rent  and  rates,  100  per 
cent  of  first  pharmacist's  salary  and  70 
per  cent  of  salaries  of  the  first  two  an- 
cillary staff. 

2.  5  If  the  Local  Pharmacy  Practices 
Committee  decided  that  a  pharmacy  was 
not  needed  in  or  adjacent  to  the  health 
centre,  then  any  leapfrogger  would  have 
remuneration  restricted  to  the  variable 
element  only,  that  is,  excluding  the  prac- 
tice allowance. 

2.  6  The  variable  basis  of  payment  could 
thus  provide  a  financial  framework  for 
rational  location  by  restricting  the  prac- 
tice allowance  to  those  contracts  deemed 
to  be  in  the  public  interest.  There  would 
thus  be  a  positive  inducement  for  phar- 
macies to  open  in  defined  areas  of  need 
and  a  corresponding  disincentive  to  the 
opening  of  unnecessary  pharmacies. 
2.  7  This  effect  would  be  supported  by 
'the  financial  proposals  included  in  the 
joint  PSNC/Society  submission  to  the 
Department  on  rational  location,  that  is, 
initial  practice  and  relocation  allowances 
and  redundancy  payments,  the  latter 
being  essential  to  rationalisation  in  areas 
of  pharmacy  overpopulation.  The  pay- 


ments would  not  be  incorporated  im- 
mediately into  the  new  contract  but 
would  remain  as  separate  negotiating 
points  in  discussion  with  the  Department 
on  the  rational  location  submission.  It 
would  be  unwise  to  sacrifice  the  right  of 
free  entry  into  contract  unless  satisfac- 
tory additional  payments  can  be  obtained 
in  compensation. 

Financial  considerations 

3.  1  The  practice  allowance  would  be 
paid  to  all  existing  pharmacies  and  all 
new  pharmacies  to  which  contracts  were 


awarded  under  rational  distribution 
arrangements.  Any  pharmacist  beini 
granted  a  practice  allowance  would  havf 
"acquired  rights",  normally  transferable 
to  the  purchaser  of  the  business.  If,  how 
ever,  under  any  rational  distribution 
arrangements  these  "acquired  rights' 
were  not  transferable,  then  compensatiorl 
would  be  payable  at  inception  or  wherl 
the  right  to  transfer  was  terminated.  J 
3.  2  Agreement  on  rational  locatiorj 
would  also  permit  the  payment  of  a  pre! 
mises  allowance  on  an  individual  phar 
macy  basis. 


DITB  grants  for  training  aids 


Grants  "packages"  to  boost  selected  craft 
and  trade  skills  in  the  industry  and  to 
encourage  wider  use  of  training  aids,  are 
features  of  the  Distributive  Industry 
Training  Board's  programme  for  the  year 
beginning  April  1,  1980. 

In  total,  the  Board  is  offering  incen- 
tives worth  more  than  £6m  for  special 
training  activity  in  addition  to  full  levy 
exemption  and  remission  for  basic  train- 
ing. Details  of  the  grants  and  policies 
are  contained  in  the  Board's  new  levy — 
grants  publication  now  being  sent  to  all 
leviable  firms. 

Selected  skill  grants 

The  selected  skill  grants,  worth  more 
than  £2m  and  are  intended  to  help  over- 
come shortages  in  29  different  areas, 
including  computer  operators,  program- 
mers and  analysts. 

Firms  exempt  from  levy  can  get  up  to 
10  grants  against  a  maximum  of  four 
last  year. 

New  grants  will  encourage  the  use  of 
the  Board's  training  aids.  They  are  being 
offered  under  "STAR  scheme"  (special 
training  aids  resource  scheme)  and  all 
leviable  firms — exempt  or  not — will  be 
entitled  to  aids  to  a  value  of  between  £25 
and  £1.000  according  to  their  number  of 
employees.  Any  publication,  video  pro- 
gramme, film,  tape  slide  programme  or 
manual  listed  in  the  Board's  catalogue  of 
training  aids  may  be  purchased  or  hired 
against  the  grant. 

The  Board  has  also  proposed  a  sig- 
nificant change  in   the  levy  exemption 


and  remission  scheme  for  the  year  begin 
ning  April,  1981,  giving  greater  emphasi; 
to  "getting  the  training  done".  Currently 
firms  earn  70  per  cent  levy  remission  foil 
planning  their  training  and  installing  t'hs 
appropriate  systems.  Under  the  new  pro 
posals  planning  and  systems  would  givi| 
50  per  cent  remission  and  the  other  5( 
per  cent  needed  for  full  levy  exemptior 
would  be  given  once  the  firm  proved  tha 
the  training  was  actually  being  done 
Firms  have  six  months  in  which  to  com 
ment  upon  this  proposal. 

The  Board's  current  training  levy  rati 
is  0.7  per  cent;  firms  with  fewer  than  ter 
employees  or  with  a  pay  roll  of  less  thar 
£25,000  a  year  (up  from  £17,000)  are  no 
required  to  pay  levy. 

Progress  towards 
code  for  babymilks 

The  World  Health  Organisation  anc 
United  Nation's  Children's  Fund  havi 
started  informal  consultations  aimed  a 
producing  a  draft  international  code  o 
marketing  for  infant  formulas. 

A  draft  code  is  likely  to  be  considered 
in  May  by  the  World  Health  Assembhj 
and  by  the  annual  meeting  of  th 
UNICEF  executive.  The  Assembly  wil 
decide  what  further  action  should  b 
taken  towards  implementing  the  codel 
which  was  a  key  recommendation  of  las 
October's  joint  WHO /UNICEF  meetinj 
on  infant  and  young  child  feeding.  (C&E 
Babycare  supplement,  February  16,  p6) 


IPFRoyalmini 

Bhjlood  pressure  instrument 


ini  Ace 


raster  •  More  convenient 

•  Singlehanded  operation 

•  Audible  and  visual  indication. 

A  highly  accurate,  dependable  instrument,  easy  and 
convenient  to  use  for  hospital,  general  practice  and 
home  use.  Dispenses  with  need  for  stethoscope. 
Automatic  air  bleed  to  give  precise  control.  Time-saving 
Velcro  fastened  arm  cuff  with  pull  tight  metal  loop. 
Microphone  in  cuff,  located  over  brachial  artery. 

Simple  operation. 

Just  inflate  to  desired  pressure.   As  needle  falls  red 
indicator  flashes  and  instrument  'bleeps'  when 
Systolic  pressure  is  reached.   Flashing  and  bleeping 
continue  until  Diastolic  pressure  is  reached.  Uses 
PP3  or  similar  9v  battery.  Sturdy  design  ensures 
years  of  service.  Leaflet  on  request. 


/«/Um80 


continental  style  shopfittings  designed  for  today's  Pharmacy 
plus  full  service  —  complete  installations 
olney  bros  ltd  jado  house,  northbridge  road, 
berkhamsted,  herts  hp4  1  eg 
%CB  free  colour  brochure  04427-5417/9 


A.W.  SHOWELL  (SURGICRAFT)  LTD. 

BRITTEN  STREET,  REDDITCH,  WORCESTER. 
TELEPHONE :  0527  66332 \  TELEX:  339794 
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LETTERS 

Endorsements:  an 
unnecessary  burden 

OK,  OK,  so  we  were  all  very  naughty. 
Most  of  us  ignored  the  many  warnings 
we  received  from  the  PSNC,  Department 
of  Health  and  others  to  check  the  new 
system  of  endorsing  prescriptions  from 
January,  with  the  result  that  we  have 
been  inundated  with  scripts  returned  for 
further  details  of  What  was  supplied. 

Having  encouraged  my  local  GPs  to 
prescribe  by  generic  names,  my  returns 
are  probably  greater  than  average — 231 
forms  bearing  483  prescriptions.  The 
whole  operation  brings  into  focus  certain 
points  of  principle  and  procedure  Which, 
with  your  indulgence,  I  will  enumerate. 

1.  One  (supposes  the  PSNC  agreed  that 
'this  new  procedure  should  be  adopted 
on  the  grounds  that  it  would  prevent 
chemists  being  underpaid.  However,  I 
think  that  once  again  they  have  been 
conned.  The  Department's  real  purpose 
was  to  increase  its  powers  of  snooping 
to  make  sure  we  weren't  being  overpaid. 

2.  We  have  been  assured  that  the 
return  of  large  numbers  of  prescriptions 
will  not  affect  us  when  we  are  paid  for 
them.  This  is  nonsense.  Although  the 
on-account  payment  for  January  might 
be  based  on  the  number  of  prescriptions 
actually  submitted,  the  final  payment  is 
bound  to  be  delayed,  since  it  is  due  only 
a  few  days  after  the  scripts  have  been 
sent  back  to  us. 

3.  Why  could  not  the  Pricing  Auth- 
ority have  passed  for  payment  all  the 
other  items,  included  on  the  returned 
scripts,  on  which  there  was  no  query? 

4.  Is  financial  recognition  to  be  given 
for  the  additional  time  and  effort 
involved  in  the  extra  endorsements  re- 
quired? 

'Ludicrous'  suggestion 

5.  The  thought  of  having  to  consult 
the  Drug  Tariff  every  time  we  dispense 
a  prescription,  to  see  what  section  of  the 
Tariff  it  is  in,  and  how  it  should  be  en- 
dorsed (as  suggested  in  the  NHS  News- 
letter 1/80)  is  quite  ludicrous.  Apart 
from  the  time  that  this  operation  would 
take,  the  Drug  Tariff  is  so  atrociously 
written  and  set  out  (a  typical  government 
"committee"  book)  that  there  is  a  strong 
possibility  one  wouldn't  find  the  item 
anyway ! 

6.  As  soon  as  it  became  obvious  how 
many  scripts  did  not  fulfil  the  new  re- 
quirements, it  would  surely  have  been  a 
courtesy  to  suspend  this  operation  for 
a  month  or  two  and  instead  to  supply 
each  contractor  with  a  list  of  the 
products  ordered  on  his  prescriptions 
which  would  in  future  require  greater 
detail  in  endorsements.  Alternatively,  a 
limited  trial  scheme  could  have  been  set 
up  to  help  eliminate  any  possible  snags. 

7.  Instead  of  having  to  plough  through 
all  these  prescriptions,  and  the  additional 
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work  it  is  going  to  mean  each  month, 
I  suggest  that  the  authorities  allow  us 
each  to  send  a  list  to  the  pricing  bureau 
showing  what  brand  or  pack  size  we  use 
of  the  drugs  in  question. 

Having  said  all  this,  however,  I  do 
not  accept  the  necessity  for  the  extra 
work,  and  furthermore,  abhor  the  hypoc- 
risy of  the  Department.  On  the  one  hand, 
we  are  informed  that  it  is  not  possible  to 
reimburse  pharmacists'  individual  over- 
heads. Factors  such  as  rent,  rates,  etc,  are 
all  averaged,  to  the  benefit  of  some  and 
the  detriment  of  others.  On  the  other 
hand,  they  apparently  do  not  accept  the 
principle  of  averaging  for  pricing  of 
generic  prescriptions.  We  must  make  it 
clear:  Either  we  use  averaging  for  both 
calculating  our  overheads  and  pricing 
our  generics,  or,  if  we  are  mistrusted  to 
the  extent  of  having  to  give  every  detail 
in  endorsing  prescriptions,  then  we  must 
insist  that  our  individual  overheads  are 
reimbursed  exactly.  As  one  whose  rent 
and  rates  as  a  percentage  of  turnover 
came  out  at  2.6  per  cent  against  a  median 
of  1.25  per  cent  in  my  turnover  bracket, 
and  with  another  rent  increase  pending, 
I  would  welcome  such  a  change. 
J.  V.  Tapster 
Abbots  Langley,  Herts 
See  news  story  p504 — Editor. 

Unhealthy  claims 

As  president  of  the  Health  Food  Manu- 
facturers' Association  and  chairman  of 
the  code  of  advertising  practice  com- 
mittee of  the  Association  I  felt  that  your 
editorial  "Unhealthy  claims"  in  your 
issue  dated  March  15  was  less  than  fair 
to  the  health  food  industry,  who  have 
made  such  successful  strides  forward  in 
the  self-regulation  of  medical  claims  that 
they,  together  with  the  other  two  recog- 
nised codes,  namely  the  PAGB  and  the 
BHMA,  were  congratulated  in  the  last 
annual  report  of  the  DHSS  for  bringing 
about  a  dramatic  reduction  in  the  num- 
ber of  criticisms  of  advertising. 

The  HFMA  code  was  implemented  in 
the  summer  of  1978  following  prolonged 
negotiation  with  the  DHSS  and  is  pre- 
cisely in  accord  with  the  Statutory  Instru- 
ment No  41  of  1978  on  advertising 
medical  claims  to  the  public,  and  also 
the  Code  of  Advertising  Practice  of  the 
Advertising  Standards  Authority  where 
the  relevant  vitamins  and  minerals 
appendix  is  taken  as  the  recognised  guide 
line  by  both  DHSS  and  the  code  admini- 
strators. 

I  would  not  deny  that  from  time  to 
time  claims  are  made  which  are  in  con- 
flict with  our  Code,  but  the  same  is 
equally  true  regarding  the  claims 
for  certain  products  traditionally  sold 
through  chemists'  shops.  The  question  of 
Press  releases  and  trade  advertising  is 
another  matter,  especially  because  the 
claims  on  product  licences  of  right  can 
be  made  to  the  trade  but  not,  unless  they 
comply  with  the  regulations,  to  the 
public.  This  will  ail  come  right  when  the 
reviews  are  made  in  due  course. 

The  great  exertions  of  the  health  food 
trade  in  putting  their  own  house  in  order 


— or  at  least  far  greater  order  than  was 
the  situation  three  years  ago — has 
greatly  improved  our  credibility  with 
Press,  public  and,  indeed,  very  many 
pharmacists  who  are  now  stocking  and 
making  substantial  improvements  to  their 
profits  from  ranges  of  high  quality, 
honestly  promoted  health  products. 
Indeed  we  have  already  indications  that 
many  Chemists'  shops  will  be  represented 
at  our  Helfex  Exhibition  in  Brighton, 
May  18-19,  where  a  special  stand  will 
help  guide  those  chemists  who  wish  to 
move  into  the  health  food  field  and 
follow  many  of  their  colleagues  who  are 
doing  so  successfully. 

The  sort  of  relationship  that  I  am 
looking  for  with  our  chemist  friends  is 
one  that  will  enhance  the  quality  of  all 
advertising  and  claims  and  fight  the 
ridiculous  sort  of  proposals  that  are 
currently  being  discussed  at  the  EEC  in 
Brussels  to  control  advertising  of  medical 
products  to  the  consumer  in  an  altogether 
unworkable  and  irresponsible  way. 
Maurice  Hanssen 
President,  HFMA 

Numbers  game 

I  was  extremely  interested  in  the  article 
by  Mr  John  lies  on  NHS  remuneration. 
I  am  one  of  those  unfortunate  people 
who  is  quite  hopeless  at  anything  mathe- 
matical— in  fact,  I  will  often  telephone  a 
colleague  to  check  a  calculation  because 
I  am  well  aware  of  my  disability  and 
would  rather  look  foolish  to  a  colleague 
than  risk  poisoning  a  patient. 

However  when  I  read  about  the  dis- 
count scheme  at  its  introduction  it  did 
not  look  quite  right.  At  an  LPC  meeting 
I  mentioned  my  concern  and  said  that  it 
seemed  pointless  to  try  to  increase  one's 
script  number  over  about  17,000.  I  was 
immediately  told  that  everything  was  all 
right,  and  as  I  was  only  going  on  intui- 
tion, not  logic,  and  all  my  colleagues 
knew  how  illiterate  I  am  at  numbers  I 
let  it  go.  Now  I  wish  I  had  been  more 
persistent;  an  article  like  Mr  Iles's  might 
then  have  appeared  earlier.  One  can  only 
hope  that  someone  at  the  PSNC  will 
follow  it  up  even  at  this  late  stage. 
Anne  Felton 
Bristol. 

The  Pharmaceutical  Services  Negotiating 
Committee  has  Challenged  Mr  lies'  con- 
clusions and  has  produced  a  table  and 
graph  of  its  own.  We  hope  to  publish 
their  reply  in  next  week's  issue — Editor. 

Really,  Minister . . . 

Kindly  permit  a  pertinent  comment  with 
acknowledgment  to  the  BBC. 

"Yes,  Minister"  (Re  the  Review  Body 
question)  I  quote :  "Is  this  the  right  way 
of  doing  this?"  "Is  this  the  right  time?" 
"We  will  come  up  against  all  sorts  of 
problems."  "What  about  the  personnel 
involved?"  etc,  etc.  'There  is  a  lot  to  be 
said  for  the  Civil  Service.' 

But,  I  ask  myself,  "Why  are  we  wait- 
ing?" 

Enid  Lucas-Smith 

Langley,  Berks 
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COMPANY  NEWS 

UK  pharmaceuticals 
bright  in  R&C  slump 

Despite  a  fall  in  pre-tax  profits  to  £14.46 
million  (£1 6.48m)  for  the  UK  trading 
divisions,  Reckitt  &  Colman  say  that  in 
pharmaceutical  branded  products  they 
had  an  excellent  year,  while  ethicals  had 
a  more  restricted  progress.  Overall  sales 
in  Che  UK  showed  some  rise  to  £21 9.02m 
(£1 89.79m).  UK  results  were,  they  say, 
particularly  affected  by  the  transport 
drivers  strike,  earlier  in  the  year. 

Worldwide,  pre-tax  profits  dropped  by 
over  £10m,  to  £51. 01m  for  the  year  end 
December  29,  1979,  sales  rose  to 
£659.08m  (£606.64).  High  interest  rates, 
the  strength  of  the  £  and  particularly 
bad  performances  in  North  America  and 
Brazil  have  made  trading  difficult.  The 
company  have  announced  that  there  will 
be  more  closures  in  the  US.  The  cost  of 
sterling  specifically  hit  UK  exports. 

In  pharmaceuticals  generally  the  com- 
pany have  decided  that  development  in 
new  territories  should  be  by  way  of 
licensing  to  third  parties  due  tb  the  high 
cost  of  overseas  development. 

The  directors  believe  that  while  it  will 
not  be  easy  to  maintain  progress  in  all 
markets,  they  confidently  expect  the 
North  American  prospects  to  improve. 

Imports  hit  Hoechst 

Announcing  a  drop  in  taxable  profits, 
for  1979,  of  some  15  per  cent  Mr  Nor- 
man Mischler,  chairman  of  Hoechst  UK 
Ltd,  says  that  the  UK  chemical  industry 
faces  growing  pressure  on  its  profit  mar- 
gins due  to  the  increase  in  "cheap  im- 
ports". 

Mr  Mischler  says  the  industry's  higher 
energy  costs,  rising  labour  costs  and 
decreasing  capital  investment  inevitably 
encouraged  cheaper  imports  and  he  is 
particularly  concerned  with  fibre  and 
other  petrochemical  imports  from  the 
US,  where  cheaper  oil  allowed  reduced 
unit  costs. 

Taxable  profits  last  year  fell  to  £10.5 
million  from  £12.4m  in  1978.  Sales  rose  by 
12  per  cent  to  £393m  and  for  all  Hoechst 
interests  in  the  UK — including  Optrex 
and  Roussel  Laboratories — to  £469m.  A 
£2. 5m  increase  in  capital  expenditure  is 
planned  for  1980— up  to  £11.5m. 

Profitability  survey 

Profitability  in  the  chemical  manufactur- 
ing industry  is  greatest  in  companies 
where  capital  intensity  per  employee  is 
high  and  where  employees  are  highly 
paid.  This  is  the  conclusion  drawn  from 
a  new  annual  publication  of  business 
ratios  (£20.00). 

The  survey  says  that  employees  in 
companies  with  the  highest  capital  in- 
tensity, are  28  per  cent  better  paid  than 
those  in  companies  with  lower  capital — 
their  improved  pay  is  linked  to  higher 
productivity  and  profit  generation  per 
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employee.  Small  companies,  they  say,  are 
noticeably  less  profitable  than  large  con- 
cerns. In  the  wholesale  sector,  "their  re- 
turn on  total  assets,  as  11.9  per  cent  com- 
pares very  unfavourably,  and  their  low 
stockturn  ratio  not  only  reflects  a  low 
liquidity  of  stock,  but  also  managerial 
inefficiency  in  purchasing  and  stock 
control."  Dun  &  Bradstreet  Ltd,  Publica- 
tions Division,  6  Bonhill  Street,  London 
BC2A  4BU. 

Overseas  business 
encourages  Brent 

Brent  Chemicals  International  Ltd  un- 
audited results  for  the  year  ended  De- 
cember 31,  1979  showed  sales  at 
£28,662,000  (£22,033,000),  profit  after 
taxation  £2,013,000  (£1,591,000).  For  the 
tenth  successive  year  record  results  were 
achieved.  Sales  increased  by  30  per  cent. 
An  encouraging  trend  was  the  increase 
in  international  business,  mainly  con- 
ducted through  the  Group's  operating 
companies  in  14  countries.  Collectively, 
the  overseas  companies  made  a  record 
profit  in  1979  and  represented  a  greater 
proportion  of  the  Group's  total  business 
than  in  any  previous  year. 

BAMA  and  CIA  books 

The  British  Aerosol  Manufacturers' 
Association  has  published  a  revised 
fourth  edition  of  its  code  of  practice  for 
manufacturers  and  marketers  of  aerosols. 
First  published  in  1966  and  the  code's 
last  revision  was  in  1973.  Among  new 
recommendation  is  one  that  the  state- 
ment "Keep  out  of  reach  of  young 
children"  should  appear  on  all  aerosols. 
Copies  are  available  (price  £3.00)  from 
BAMA,  Alembic  House,  93  Albert  Em- 
bankment, London  SE1  7TU. 
□  "Chemicals  80",  the  latest  edition  of 
the  Chemicals  Industries  Association's 
directory  of  chemicals  on  the  UK  market, 
is  a  250p  listing  of  over  8,000  chemicals. 
It  also  includes  proprietary  and  trade 
names  and  manufacturers'  names  and 
addresses.  Available  £12  per  copy  UK 
and  £15  overseas  with  special  prices  for 
CIA  members.  Cash  with  order,  from 
CIA  publications  department,  93  Albert 
Embankment,  London  SE1  7TU. 


Administrative  forms 
to  be  simplified 

The  burden  on  those  who  have  to  com- 
plete Department  of  Trade  administra- 
tive forms  is  to  be  reduced,  announced 
Mr  John  Nott,  Secretary  for  Trade,  in 
the  Commons  last  week. 

Following  an  outside  review  of  the 
forms,  Mr  Nott  concluded  that  while 
there  have  been  few  complaints  he  in- 
tended to  consider  their  need,  content 
and  design  "to  keep  to  a  minimum  the 
burden  of  paperwork  .  .  .  which  we 
impose  on  business." 

Peat,  Marwick,  Mitchell  &  Co  and  the 
Economists  Advisory  Group  Ltd  re- 
ported that  392  of  the  Department's  ad- 
ministrative forms  qualified  for  review 
and  of  these  they  undertook  a  detailed 
review  of  171  (84  per  cent  by  volume 
usage).  In  a  sample  poll  on  the  most 
widely  used  forms,  89  per  cent  of  the 
respondents,  some  of  whom  represented 
small  businesses,  said  they  had  no  com- 
plaints. 

Nevertheless,  Mr  Nott  said  that  he 
"accepted  the  broad  recommendations  of 
the  consultants  for  improving  the  posi- 
tion yet  further."  Statistical  forms  issued 
by  the  Department  are  being  reviewed 
separately. 

BACS  Golden  Jubilee 

The  British  Association  for  Chemical 
Specialities  is  celebrating  its  Golden 
Jubilee  this  year.  At  the  Association's 
recent  Annual  General  Meeting  the 
chairman,  Mr  J.  W.  Gibson,  commented 
on  the  changing  face  of  the  Association 
since  its  inception  50  years  ago. 

The  workload  has  dramatically  in- 
creased during  the  life  of  the  Association, 
said  Mr  Gibson,  and  it  will  continue  to 
do  so.  It  started  life  as  the  British  Dis- 
infectant Manufacturers'  Association  in 
1929,  but  over  the  years  it  widened  its 
scope  to  include  manufacturers  of  polish 
and  other  maintenance  products. 

Last  year  the  Association's  name  was 
changed  to  its  present  title  to  better 
reflect  its  new  activities  in  the  field  of 
industrial  chemical  specialities.  BACS 
now  has  43  member  companies. 


Briefly 

Thompson  Medical  Co  Ltd  have 
changed  their  address  to  PO  Box  365, 
London  SW1P  1AA  (telephone  01-235 
9811). 

Unicliffe  Ltd:  New  address —  5  Trident 
Way  International  Trading  Estate,  Brent 
Road,  Southall,  Middlesex,  UB2  5LF. 
Telephone  574  7375.  Telex  935693. 
Paterson,  Zochonis  &  Co  Ltd,  parent 
company  of  Cussons  Ltd  and  Odex 
Racasan  Ltd,  have  reported  reduced 
figures  for  the  half  year  to  Novem- 
ber 30,  1979.  On  sales  of  £104.61m 
(£11 8.97m)  pre-tax  profits  were  £8. 9m 
(£9.4m).  But  the  company  were  confident 
that — "subject  to  unforseen  circumstan- 
ces"— the  full  year  results  will  not  fall 
below  those  of  last  year. 


Elizabeth  Arden  head  office  has  moved 
to  13  Hanover  Square,  London  W1R 
0PA  (telephone  01-629  8211). 
Robert  Page  of  York  Ltd  have  moved 
to:  The  Warehouse,  40a  The  Village, 
Strensall,  York  Y03  8XR. 
Dixor-Strand  Ltd,  makers  of  Velouty  | 
cosmetics,  have  mounted  a  £500,000 
rescue  operation  following  losses  of 
£200,000  plus,  for  1978-79.  Loans  and  a 
share  issue  are  expected  to  raise  the 
capital. 

Share  Drug  Stores  Ltd,  the  Southampton 
based  drug  store  chain,  have  acquired 
their  27th  store  as  part  of  an  expansion 
programme  planned  during  the  1980s. 
The  company  has  acquired  the  long 
leasehold  interest  in  the  former  Lipton 
premises  at  5  Palmerston  Road, 
Southsea,  for  a  premium  of  £25,000 
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APPOINTMENTS 


Mr  Smith  and  Mr  Rodgers,  Upjohn  Ltd 


Upjohn  Ltd:  Mr  J.  A.  Smith,  FPS,  has 
become  general  manager,  business  devel- 
opment— Europe,  for  the  International 
Division.  Mr  Smith,  who  has  been 
managing  director  of  Upjohn  Ltd  for  15 
years,  remains  chairman  of  the  UK  sub- 
sidiary. He  is  succeeded  as  managing 
director  by  Mr  Geoff  Rodgers.  Mr  Smith 
has  completed  25  years  with  the  company 
and  is  a  member  of  the  Board  of  Man- 
agement of  the  ABPI,  among  other 
ABPI  activities.  He  is  also  active  in  the 
OBT  and  BTM. 

Mr  Rodgers  joined  Upjohn  in  the 
late  1950s,  and  during  service  in  East, 
Central  and  West  Africa  was  secretary  of 
the  East  African  Association  of  Pharma- 
ceutical Industries,  and  in  1978  was 
chairman  of  the  Pharmaceutical  Annual 
Management  Centre,  Europe  Conference, 
on  the  Pharmaceutical  Industry  held  in 
Zurich,  Switzerland. 

Lilly  Research   Centre   Ltd:   The  new 

managing  director  has  been  named  as 

MARKET  NEWS 

Honey  easier 

London,  March  26:  Prices  for  honey 
from  most  important  producing  coun- 
tries are  now  easier  than  for  the  last 
two  years.  The  sterling  exchange  rate 
has  also  recently  helped  towards  the 
more  favourable  price. 

Trading  in  spices  remains  quiet. 
Quoted  lower  on  the  week  were 
cardamoms,  pepper  and  ginger.  Both 
Brazilian  and  Chinese  menthol  were 
down  on  the  spot  in  sympathy  with  the 
previously  recorded  lower  forward 
rates.  Cape  aloes  fell  by  C5  metric  ton 
while  benzoin  went  ahead  by  £10  cwt. 

Among  essential  oils  Ceylon  citron- 
ella  was  again  dearer  because  of  a 
lack  of  marketable  oil  at  origin.  The 
drought  in  the  island  (see  last  week's 
report)  has  caused  uncertainty  about 
stock  and  suppliers  are  now  offering 
for  May-June,  normally  it  would  have 
been  April-May.  Elsewhere  eucalyptus, 
patchouli  and  petitgrain  were  also 
dearer  but  clove  leaf,  Chinese  pepper- 
mint and  spearmint  were  easier. 

Pharmaceutical  chemicals 

Acetic  acid:  4-ton  lots,  per  metric  ton  delivered — 
glacial    BPC    E399;    99  5    per    cent    £382;    80  per 
cent  grade  pure  E344.   technical  £323. 
Aspirin:  Ten-ton  lots  £1.96  kg.   imported  from  £1. 
Benzoic  acid:  BP  in  500-kg  lots,  £0.8801  kg 
Borax:   EP  grade,   2-4   ton   lots  per  metric  1on  in 
paper  bags    delivered — granular  £276;  powder  £300, 
extra  fine  powder  £314. 

Boric   acid:   EP  grade   per   metric   ton   in   2-4  ton 

lots— granular   £425;    powder  £453. 


David  W.  Dennen  PhD,  previously  the 
director  of  antibiotic  technical  services 
for  Eli  Lilly  and  Co.  He  transfers  from 
Indianapolis  to  the  Research  Centre  at 
Erl  Wood  Manor,  Windlesham,  Surrey, 
later  this  month. 

Tudor  Photographic  Wholesale  Ltd:  Mr 

Hugh  Macpherson,  export  manager  of 
the  Tudor  Photographic  Group,  has  been 
appointed  a  director  of  Tudor  Photo- 
graphic Wholesale  Ltd. 
Hanimex  (UK)  Ltd:  Mr  E.  Beale  has 
become  manager  and  plans  a  major 
expansion  programme  for  1980.  Mr 
Beale  moved  to  Hanimex  from  3M 
United  Kingdom  Ltd,  where  he  was 
photographic  sales  development  man- 
ager. 

Tampax  Ltd:  Mr  Philip  James  becomes 
product  group  manager,  after  11  years 
with  Imperial  Tobacco  Ltd. 
Pharmagen  Ltd:  Mr  Robert  Brayne  has 
been  appointed  sales  and  marketing  con- 
troller of  Pharmagen  Ltd,  the  Runcorn- 
based  OTC  marketing  and  distribution 
specialists.  Mr  Brayne  was  formerly 
product  manager  for  household  adhesives 
at  Henkel  Chemicals,  Winsford,  Cheshire. 
The  Medishield  Corporation  Ltd:  Mr 
Mr  J.  Pugh  has  been  appointed  general 
manager  of  the  International  Sales  Divi- 
sion of  The  Medishield  Corporation  Ltd. 
In  1976  Mr  Pugh  was  appointed  general 
manager  of  Medishield's  Spanish  sub- 
sidiary. He  returned  to  London  in  1978 
as  general  manager  of  the  hospitals  divi- 
sion of  BOC  Medishield,  the  corpora- 
tion's UK  medical  equipment  sales  and 
servicing  division. 


Citric  acid:  BP  per  metric  ton  single  deliveries, 
granular  monohydrate  £927;  anhydrous  £978  (pow- 
dered £20  premium  per  1,000  kg).  Five-ton  con- 
tracts £922  and  £973  respectively  for  granular. 
Formic  acid:  per  metric  ton  delivered  in  4-ton  lots, 
98  per  cent  £400;  85  per  cent  £334. 
Hypophosphorous  acid:  (Per  metric  ton  in  50-kg 
lots).  Pure  50  per  cent  £454.75;  BPC  (30  per 
cent)  £326.71, 

Oxalic  acid:  Recrystall ised  £1.39  kg  for  50-kg  lots. 
Phosphoric  acid:  EP  sg  1.750  £0.4815  kg  in  38- 
drum    lots  minimum. 

Potassium  acetate:  BPC  £1  kg  for  minimum  1,000-kg 

order. 

Potassium  ammonium  tartrate:  £2.76  kg  in  50-kg 
lots. 

Potassium  bitartrate:  £1.215  per  metric  ton. 
Potassium  citrate:  Granular  £1,112  per  metric  ton, 
5-ton   contracts   £1.106  ton. 

Potassium    diphosphate:    BPC    1949    in    50-kg  lots 
granular  £2.279  kg;   powder  £1.9928. 
Potassium  hydroxide:  Pellets  BP  1963  in  50-kg  lots 
£1  7985    kg;    sticks    not    offered;    technical  flakes 
£0  6965. 

Potassium  nitrate:  Recrystallised  £1.07  kg  for  50-kg 
drums. 

Potassium  phosphate:  monobasic  BPC  1949,  £1.39 
kg  in  50-kg  lots. 

Potassium  sodium  tartrate:  £887  per  metric  ton. 

Pyridoxine:  £24.31  kg  for  20  kg  lots. 

Salicylic   acid:   5-ton   lot  £1.61    kg;   1    ton  £1.63. 

Tartaric  acid:  £1,795  per  metric  ton. 

Zinc  acetate:  Pure  £1.29  kg   in   50-kg  lots. 

Zinc    carbonate:    Pharmaceutical    grade    £660  per 

metric  ton 

Zinc  chloride:  Anhydrous  powder  £450  metric  ton, 
delivered  U.K. 

Crude  drugs 

Aloes:  Cape  £1,090  ton  spot;  £1,030,  cif,  Curacao; 
£2,320.    cif.    no  spot. 

Balsams:  (kg)  Canada:  unchanged  at  £12.55  on  the 
spot;  shipment  £12.40  cif.  Copaiba:  £3.05  spot; 
£2.95,  cif.  Peru:  £9.85  spot;  £9.80,  cif.  Tolu:  £6.15, 
Benzoin:  £250  cwt,  cif. 

Camphor:  Natural  powder  no  spot;  £7.85  kg,  cif. 
Synthetic  96",',  £1.10. 

Cardamoms:  Alleppy  green  No.  2  £6  75  kg,  cif. 
Ginger:  Cochin  £380  metric  ton  spot  shipment 
£370,  cif.  Other  sources  not  quoted. 
Honey:  (per  metric  ton  in  6-cwt  drums  ex  ware 
house).  Australian  light  and  medium  ambers  £665- 
£675;  Canadian  £775;  Mexican  £675.  Argentinian 
(white)  £740. 

Menthol:  (kg)  Brazilian  £5.60  spot;  £5.30-  cif. 
Chinese  £5  spot;  £4.70.  cif. 

Pepper:  (metric  ton)  Sarawak  black  £1.000  spot, 
$1,875,  cif;  white  £1.380  spot;  $2,575.  cif. 
Seeds:  (metric  ton.  cif)  Anise:  China  £830  for 
shipment.  Celery:  Indian  £440.  Coriander:  Moroc- 
can £210.  Cumin:  Indian  £690.  Fennel:  Indian 
£475.   Fenugreek:   Moroccan  £280,    Indian  £235. 


COMING  EVENTS 

Monday,  March  31 

Weald  ot  Kent  Branch,  Pharmaceutical  Society, 

Kent  and  Sussex  Hospital  postgraduate  centre, 
Mount  Ephraim.  Tunbridge  Wells,  at  8  pm.  Dr 
Frank  Fish  (School  of  Pharmacy.  London  University) 
on  "Science  in  crime  detection". 

Wednesday,  April  2 

Dorset  Branch,  Pharmaceutical  Society,  Professor 
A.  I.  McMullen  (professor  of  biophysics  and 
surface  tension)  and  Mrs  G.  Roberts  (biologist) 
on  "Non-toxic  control  of  mosquito  larvae,  etc." 
Sheffield  Branch,  Pharmaceutical  Society,  Jessop 
Hospital  lecture  theatre,  Sheffield,  at  8  pm.  Film 
show  by  ICI  Pharmaceuticals  Ltd. 
Worshipful  Society  of  Apothecaries  of  London, 
Apothecaries  Hall,  at  6  pm.  De  Laune  lecture. 
Mr  Alan  Smith  (engineer)  on  "Pioneers  of  the 
power  revolution:  the  apothecaries'  clerks  and  the 
commercial  birth  of  the  steam  engine". 

Thursday,  April  3 

Harrogate  Branch,  Pharmaceutical  Society, 

Harrogate  General  Hospital  postgraduate  centre,  at 
8  pm.  Mr  A.  Hargrave  (Wakefield  Pricing  Bureau) 
on  "The  work  of  the  Pricing  Bureau". 

Advance  Information 

Belgo-Luxembourg  Chamber  of  Commerce  luncheon 
address,  Institute  of  Directors.  116  Pall  Mall. 
London  SW1.  on  April  18.  Dr  Paul  Janssen 
(director  of  research,  Janssen  Pharmaceutica, 
Belgium)  on  "Who  wants  new  medicines9"  Tickets 
(£9  80)  from  the  director's  secretary,  Belgo 
Luxembourg  Chamber  of  Commerce,  36  Piccadilly, 
London  W1 . 

Seminar  on  safety  testing  and  product  liability  of 
cosmetics,  Sudbury  Conference  Centre.  Newgate 
Street.  London  EC1.  on  April  29.  Details  from 
Microinfo  Ltd,  PO  Box  3,  Newman  Lane,  Alton, 
Hampshire. 

York  Branch,  Pharmaceutical  Society,  Merchant 
Taylors'  Hall.  York,  April  16  at  7.30  pm. 
Annual  dinner.  Tickets  (£9.50)  from  the  dinner 
secretary,  Mrs  N.  B.  Hart,  62  Moorgate,  York. 
Institute  of  Packaging  residential  courses,  White 
House   University  of  Sussex.  Isle  of  Thorns. 
Chelwood  Gate,  Ha>-wards  Heath,  West  Sussex. 
"Packaqinq  of  pharmaceuticals",  April  27-May  3; 
"Packaging  of  chemicals,  industrial  solids  and 
liquids",  June  1-3;  "Packaqing  specifications  and 
quality  control".  June  4-6.  Fees  from  £138  (non- 
members  £161)  to  £281.75  (non-members  £316.25). 
Deta;ls  from  the  education  officer.  Institute  of 
Packaging.  Fountain  House,  1a  Elm  Park,  Stanmore. 
Middlesex 

East  Anglian  Regional  Health  Authority  pharmaceu- 
tical service,  Papworth  Hospital, 
Papworth  Everard.  Multidisciplinary 
symposium  on  "Medicines  in  society".  April  23. 
Applications  to  Dr  S.  Ellis.  Regional  pharmaceutical 
officer,  East  Anglian  Regional  Health  Authority, 
Union  Lane,  Cambridae  CB4  1RF. 


Essential  oils 

Anise:    (kg)    Spot    £12.75;    shipment    £12.75,  cif. 

Bay:  West  Indian  £10.25  kg  spot  and  cif. 

Bergamot:  New  crop  £50  kg  spot. 

Bois   de   rose:   £7.50   kg   spot;   £7.25.  cif. 

Buchu:   South   African   £135   per   kg   spot;  English 

distilled  £230. 

Cade:  Spanish  £1.35  kg  spot. 

Camphor:  White  £0.90  kq  spot;  £0.88  cif. 

Cananqa    Indonesia   £15.50   kq    spot;    £14.75.  cif. 

Cardamom:    English-distilled    £220  kg. 

Cassia:   Chinese   no   spot   or   cif.  quotations. 

Cedarwood:   Chinese   £1.25   kg   spot;    £1.15,  cif. 

soot  £3  90  nominal;  £3.80.  cif 

Cinnamon:  Ceylon  leaf  £2.40  kg  spot;  ££2.35.  cif; 
bark.   English-distilled  £155. 

Citronella:  Ceylon  £4.25  kq  spot;  £4.07,  cif.  Chinese 
snot  £3  90  nominal;  £3.80.  cif. 

Clove:    Indonesian    leaf    £1.75    kg    spot;  shipment 
£1  55.  cif    English  distilled  bud  £44. 
Eucalyptus:  Chinese  £1.90  kg  spot;  £1.80.  cif. 
Fennel:  Spanish  sweet  about  £8.50  kg  spot. 
Ginaer:    Chinese    £35    kq    spot;    £27,    cif.  English 
distilled  (W.  African  root)  £105;  (Indian)  £55. 
Geranium:   Bourbon  '  £43.50   kg    spot;    £41.25.  cif. 
Lemon:  Sicilian  best  grades  from  £27  kg  in  drum 
lots. 

Lavender  spike:  £15.50  kg. 

Lemongrass:    Cochin   £4.50   spot;    £4.10,  cif. 

Lime:  West  Indian  £15  kg  spot. 

Mandarin:  New  crop  £28  kg  spot. 

Nutmeg:  East  Indian  £9.10  kg  spot;  £9.  cif.  English 
distilled  £16. 

Patchouli:  Chinese  £19  kg  spot  and  cif. 
Peppermint     (kg)     Arvenis — Brazilian    £4.60  spot; 
£4.40,  cif,   Chinese  £2  90  spot;  £2  80,  cif.  Piperata 
American  Far  West  £13  50  spot 

Spearmint:  Chinese  £9.80  kg  spot;  £8.75,  cif; 
American  £13  spot. 

Thyme:  Red  50-50";,  £23.50  kg  spot;  nominal. 
Vetivert:  Java  £13.50  kg  spot  nominal;  £12.75,  cif. 
The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  rto  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 
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STOCKS  FOR  SALE 


MANY  FRENCH 
COSMETIC  HOUSES 

AT  BELOW  TRADE 
PERFUMES,  TALCS,  ETC. 
CONSUMER  PRODUCTS 


TEL:  0903-205861 


(TC.F) 


THE  ORIGINAL  COPPER 
BRACELET 

price  details  available  for 
Copper,  Silver-plated  and  Gold 
plated  bracelets 
From: 

SABONA  OF  LONDON  LTD. 
73,  NEW  BOND  STREET 
LONDON  W1 
01-629  6921 

(10/5F) 


AFRO-AMERICAN  HAIR 
CARE 

and  BODY  COSMETICS 

all  at  wholesale  prices 
EXPORT  ENO  WELCOME 
BROCHURE  AVAILABLE 

BARRY  MERO  LTD. 
36  Brixton  Rd,  Brixton  SW9 
01-582  4755  (15/3) 


FRUSEMIDE  BP  40  mg 
ONLY  3p  PER  1 ,000! 

If  ordered  with  either 
1,000  tabs.  Quinine  Sulph.  or  Quinine  Bi- 
Sulph 

Total  £46.00  (inc  VAT) 

New  a/cs  .  .  .  cheque  with  order  please. 

Please  ask  for  list  of  other  3p  offers,  and  do  not  forget 
your  "ODD-JOB"  single-edge  blades  from  Unichem 
or  direct  from  us  at  £4.80  per  100  (inc  VAT). 


GLOBAL  PHARMACEUTICS  LIMITED 

62  Kenilworth  Road 
Edgware,  Middx  HA8  8XD 

Tel:  01-958  5476 


MORE  AND  MORE  CHEMISTS 
ARE  ADDING  NATURAL  FOOD 
SUPPLEMENTS  TO  THEIR  STOCK 


VITAMIN  SUPPLEMENTS 


CANTASSIUM  PRODUCTS  ARE 
SUPREME  FOR  QUALITY  AND  PROFIT. 
Write  for  latest  price  lists  and  special 
offers.  Cantassium  Company  (Dept 
FCD1 ),  225  Putney  Bridge  Road. 
London  SW15  2PY.  (12/4  AW) 


SINGLE  EDGE  BLADES.  20  packet 
of  5  or  cartons  of  100  £4.50  inclusive 
Immediate  delivery.  Cheque  with  orde 
please.  Rolenworth  Ltd.  1-3  Grey' 
Road,  Henley  on  Thames,  Oxon. 

(27/1 2V 


JEWELLERY.  Sterling  silver  and  9i 
gold.  A  wide  range  of  ear-rings,  ring: 
bracelets,  chains  etc,  brought  to  yoi 
door  at  best  cash  prices.  Write  Lloy 
Cole,  37  College  Avenue,  Maidenheac 

(3/1 V 


BUSINESS  FOR  SALE 


XI  —  WARWICKSHIRE  — 
Well  sighted  premises  on  vil- 
lage main  road.  Turnover, 
1978,  £136,946,  scripts  aver- 
age approx.  1,200  per  month, 
premises  held  on  lease,  29  years 
to  run.  Capital  required  includ- 
ing stock  at  valuation  approx. 
£40,000. 


X2  —  GREAT  MAN- 
CHESTER—Retirement  vac- 
ancy, densely  populated  area, 
heavy  dispensing.  Turnover 
exceeds  £100,000  per  annum 
of  which  70%  dispensing, 
property  for  sale  £7,000, 
goodwill  and  fixtures  £11,000. 
Stock  approximately  £12,000. 


X3— HAMPSHIRE— Estate 
business  on  area  with  property 
development.  Turnover 
approximately  £82,500.  Scripts 
1,250  per  month.  Property  on 
lease  with  5V2  years  to  run.  Flat 
possibly  available,  price 
£12,500  for  goodwill  and  fix- 
tures plus  stock  approximately 
£8,000. 


X4— SOUTH  LANCASHIRE 
VILLAGE — Pharmacy,  near 
to  the  coast,  comprises  of  dou- 
ble shop  unit  unopposed  with 
potential.  Turnover,  1978 
around  £120,000.  Property 
including  extensive  living 
accommodation.  £42,000, 
goodwill  and  fixtures  £12,000 
and  stock  at  valuation,  around 
£16,000. 

X5— CENTRAL  SCOT- 
LAND— Retirement  vacancy, 
excellent  dispensing  business 
(3,000-3,500  scripts  per 
month).  Counter  trade  unde- 
veloped. Profit  to  owner/man- 
ager 1979  approximately 
£17,000.  Total  capital 
requirement,  including  prop- 
erty, approximately  £46,000.  , 

X6— SOUTH  YORK- 
SHIRE— Retirement  vacancy, 
business  which  dispenses  2,050 
scripts  per  month  has  scope  for 
development  of  counter  trade. 
Price  £6,000  for  property, 
goodwill,  fixtures  plus  stock  at 
valuation.  Ideal  opportunity  for 
pharmacist  with  limited  capital. 


V  Ernest  J/Georg 


GARDALE  HOUSE,  122  GATLEY  ROAD.  GATLEY,  CHEADLE, 
CHESHIRE  SK8  4AT  Tel:  061  428  6718/9 


AGENCIES  WANTED 


AGENCIES  REQUIRED  for  NE  Eng- 
land and  Scotland  chemist  and  hos- 
pital outlets.  Well  established  agent. 
Box  C&D:  2710. 


WESTBOURNE  GROVE  W11  Srrl 

chemist  lock-up  shop  lease  for  sal 
Davis  Woolfe  and  Co.  486  3621. 
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SITUATIONS  VACANT 


Opening  up  new  markets 
for  consumer  selling. 


Sangers  Agencies  is  the  latest  venture  of  The  Sangers 
Group,  a  major  British  public  company  specialising  in  the 
sale  of  pharmaceutical,  photographic  and  grocery 
wholesaling  and  retailing  optical  practices,  with  sales  in 
excess  of  £100  million. 

As  a  major  agency,  our  objective  is  to  act  as  exclusive 
sales  agents  within  Great  Britain  for  British  and  overseas 
companies  marketing  and  manufacturing  branded 

products  which  sell  to  key 
outlets  offering  to  them 
a  more  profitable, 


method  of  selling,  marketing,  distribution  and 
warehousing.  Initially,  we  shall  be  concentrating  on  selling 
products  to  multiple  and  retail  chemists,  drug  and 
departmental  stores. 

The  anticipated  launch  date  for  the  new  company  is 
early  Summer  but  already,  we  are  preparing  the  ground 
for  the  launch  by  building  up  a  country-wide  sales 
operation  to  meet  the  demands  of  our  clients.  These 
appointments  offer  dynamic  young  men  and  women  with 
ambition  and  the  right  ability,  the  opportunity  to  further 
their  careers  while  developing  this  new  sales  concept 
which,  we  believe,  will  revolutionise  the  selling  of  FMCG 

in  this  country. 


Regional 
Managers 

Up  to  £9,000  plus  car  plus  bonus. 

Our  need  is  for  Regional  Managers  to 
take  over  the  running  of  three  key  areas  in 
Greater  London,  Birmingham  South  and 
Manchester.  Your  function  will  be  to  help 
in  laying  down  procedures  for  this  new 
sales  venture  and  establish  and  train  a 
team  of  first-class  representatives  able  to 
meet  this  unique  challenge.  Aged  25-35, 
you  will  need  to  have  at  least  two  years' 
experience  in  FMCG  line-management 
in,  preferably,  grocery  or  toiletries. 


Key  Account  Manager 

Up  to  £9,000  plus  car  plus  bonus 

In  this  area,  increasingly  the  business  growth  is  with  a 
small  number  of  accounts  and  the  Key  Account  Manager 
is  a  vital  link  in  our  chain.  Based  west  of  London  you 
would  take  over  responsibility  for  the  larger  multiple  head 
offices  throughout  the  country.  Aged  25-35  you  must  have 
wide  experience  in  FMCG, 
preferably  toiletries,  and  a 
proven  record  of  handling 
major  accounts. 


SANGERS 


Representatives 

Up  to  £6,000  plus  car  plus  incentives 

As  members  of  a  professional  team,  these  men  and 
women  will  make-up  the  front-line  nationwide  sales  force. 
Aged  25-35,  you  will  need  to  have  at  least  2  years' 
experience  in  FMCG  selling  in  either  grocery  or  toiletries. 

Vacancies  occur  in  Central,  North  and  South 
London,  North  and  South  Birmingham,  North  and  South 
Manchester,  Norwich,  Leeds,  Nottingham,  Glasgow, 
Edinburgh,  Cardiff,  Bristol  and  Southampton. 

For  all  the  details,  please  write  to  or  phone 
ILLINGWORTH  &  ASSOCIATES, 

Executive  Selection  Consultants,  2  Church  Street, 
Burnham,  Bucks,  SL1  7JX.  Tel:  Burnham  (06286)  64031 
(Ansaphone  service  after 
5.30pm).  Please  state  vacancy  in 
which  you  are  interested  and 
quote  ref.  H.947. 
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AGENTS 


BUSINESS  OPPORTUNITIES 


MISCELLANEOUS 


AGENTS  REQUIRED 

to  sell  Health/Dietetic  Foods  to 
Chemist's  and  Health  Food 
Stores.  Excellent  commission  for 
well  established  Agents  in  this 
field.  Areas:  London  &  The  Home 
Counties;  Scotland;  Midlands; 
East  Anglia;  and  South  Wales, 
Devon  &  Cornwall. 

Box  No:  2705. 


TRADE  SERVICES 


BODI  Hair-Care  is  going  national. 
Distributors/wholesalers  required  to  sell  our  exciting  range 
of  products. 

Concentrated  shampoos 
Setting  lotions 
Hair  conditioners 
Perming  solutions 

formulated  by  the  professionals, 

WELTON  Laboratories  Ltd.  You  can  reach  us  Halifax 
883758  anytime. 


"FASHION  JEWELLERY" 
Jodez  (Manchester)  Ltd., 
34  Shudehill,  Manchester  M4 1 EY 
Tel:  061-832  6564 

Largest  and  most  exclusive  range 
of  direct  and  imported  continental 
jewellery.  (TC.F) 


FOR  SALE 


SELF  ADHESIVE  LABELS 
DISPENSING,  PRICING,  Etc. 

COMPETITIVE  PRICES 
3  TYPES  OF  ADHESIVE 

21 
DAYS 
DELIVERY 

EXPRESS  IF  REQUIRED 

HARTSHEAD  LABELS  LTD. 

72  RICHMOND  STREET 
ASHTON-U-LYNE  OL6  7BJ 
Tel:  061-330  7566/5446 

MIDLANDS  OFFICE 
Tel:  Blidworth  (06234)  3983 

WE  WONT  LET  YOU  DOWN 


how  to  enjoy  making  more  profit 
apply  "People  First  in  Retail" 

by  Eric  A  Jensen  B.Com  ,  M  P  S  , 
used  by  Customer  Service  Training  and 
others 

£3.50  (in.  postage  U.K.)  from  Jensen 
39  Withdean  Crescent,  Brighton,  or 
many  booksellers  stock  this  book 

(24/5F) 


STOCKS  WANTED 


GENERIC 
BLETS 


Approved  Prescription  Services  Limited 

CLECKHEATON  WEST  YORKSHIRE  BD193BZ 
TELEPHONE:  -    CLECKHEATON  I0274)  876776 


SHOPFITTINGS 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers THIRSK  SHOPFrtTINGS,  741- 
743  Garrett  Lane,  London  SW1 7  0PD. 
Tel:  01-946  2291.  (TC.W) 

DISPENSARY  SHELVING,  Fitments, 
Work  Benches  etc.,  Complete  design 
sevice  by  experts.  A.  C.  Shopfitters,  133 
Napier  Road,  Gillingham,  Kent.  Med- 
way  51032 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London 
EC1V  0BA.  Tel:  01-253  1184/5. 
Telegrams:  "Salvall",  London 
E.C.1.  (TC.W) 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. (TC.W) 


FOR  SALE 
PHARMACY 
CLOSING 

We  have  a  tablet  maker,  which  is  a 
KL7  Mk  II.  The  Home  Office  drug 
cabinet,  an  Avery  dispensary  scale  j  i 
to  50  grains  and  an  Avery  counter  t 
scale  to  500  grams.  Two  pill ! 
machines.  A  suspension  filing  l 
cabinet,  2  steel  cabinets  with  | 
shelves.  A  wooden  desk,  type- 
writer, 2  cash  registers  (8-totals),  3 
glass  display  cabinets,  3  security 
mirrors,  a  Showrax  Carousel  dis- 
play   unit,    Nu-swift  fine- 
extinguishers  (various),  lettering 
set. 

Various  wood  shop  fixtures  and 
counters. 

Telephone:  Chepstow  2043 
(evenings  3918).  ) 


TRADE  SERVICES       BUSINESS  WANTED 


NORTH  WEST  OSTOMY  SUPPLIES 
(WHOLESALE)  LIMITED.  The  special- 
ists to  contact  for  all  ostomy,  inconti- 
nence supplies.  1 1  Bridgewater  Road, 
Walkden.  Tel.  061-790  2382. 


NORWICH/NORFOLK/SUFFOLK 

Private  company  seeks  additional 
pharmacy  or  drug  store.  Present  phara 
macist  or  staff  could  remain  if  desiredt: 
Apply  Box  No.  2707. 


CHEMIS 

DRUGGI 


ORDER  FORM 

Please  insert  as  below  our  advertisement  under  the  heading 

Please  invoice  insertions 

PLEASE  PRINT  


Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London  EC4A  3JA 
Telephone  01-353  3212 

Copy  date  12  noon  Tuesday  prior  to  publication  date 
All  advertisements  from  individuals  must  be  pre-paid. 


Name 
Address 


Phone  _   Date    Signed   

Dispiay/Semi  Display  £6.00  per  single  column  Quarter  Page  £150  (135mm  x  91mm) 

centimetre,  min  25mm.  Column  width  44mm  Lineage  Minimum  charge  £6  for  20  words.  30p  per  word  extra 

Whole  Page  £500  (275mm  x  86mm)  Series  Discounts  5%  on  3  insertions  or  over.  10%  on  7 

Half  Page  £300  (135mm  x  186mm)  insertions  or  over.  15%  on  13  insertions  or  over 


Typesetting  and  graphics  by  Tottenham  Typesetters  Ltd.,  London  N15.  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent  Published  by  BENN  PUBLICATIONS  LTD.,  25  New  Street  Square,  London 
EC4A  3JA  Registered  at  the  Post  Office  as  a  Newspaper  29/23/8s 


Manufacturing  & 
Distributing  Services 


FOR  CHOICE  OF... 


CONTAINERS  .  .  . 
VIALS,  BOTTLES,  JARS 
CRC's  CAPS  .  .  . 
HERBALS  .  .  . 
GINSENG, 

NATURAL  VITAMINS  .  .  . 
PACKED  TABLETS  .  .  . 
PARACETAMOL,  ASPIRIN 

The  choice  is  yours  .  .  . 


Ceebrite  Ltd. 

NEW  HERTFORD  HOUSE, 
96  ST.  ALBANS  ROAD, 
WATFORD,  HERTS. 
Tel:  Watford  (92)  40740. 
Telex:  925959. 


® 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 
etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  ODL 

Tel:  01-889  3151/6 


DENNIS  HILLYARD 
CONTACT  LENS 
SUPPLIES  LIMITED 

55  Barton  Road,  Water  Eaton  Estate, 

Milton  Keynes,  Bucks. 

Tel:  STD  (0908)  74537 

Telex:  847777  DELRAY  G  Attn.  151 

A 

W  4f  Ml      E  %p.pAelL°' 

s 


all  contact 
lens 

solutions, 
cases  and 
accessories 


DANDA  PACKAGING 
CO  LTD 

8  PRIORY  ROAD  LONDON  N8 

TEL:  01-341  0067 
or  01-348  2061 

POLYTHENE  CARRIER 
BAGS 

Printed  to  your  own  specitications. 
All  size  carriers  in  stock. 
Bin  Liners,  Refuse  Sacks,  etc. 
Quick  delivery 

Phone  or  write  for  free  samples 


Focus  Solutions 
Suppliers  &  Wholesalers  of 
Contact  Lens  Solutions 
Eye  Care  Cosmetics 
and  Accessories 
Burton  Parsons 
Barnes  Hind 
Contactasol  Allergan 

Smith  &  Nephew 
Alcon   Optrex  Optique 
Sauflon  Pharmaceutical 
Telephone  Harry  Applebaum  at 
Watford  (0923)  30348  for  details 
Focus  Contact  La  as  Laboratory  Ltd. 
3  Derby  Works,  Carey  Place, 
Watford,  Herts. 


PARACETAMOL  TABLETS? 

WE'RE  THE  UK'S  LARGEST  SPECIALIST  PRODUCER! 

in  bulk  or  bottles,  strip  pack  or  own  label— try  us  for  aspirin  or 
saccharin  too! 

Fast  service  —  unbeatable  prices  —  from 
THE  WALLIS  LABORATORY,  NEW  HERTFORD 
HOUSE,  ST  ALBANS  ROAD,  WATFORD,  HERTS 

TEL:  WATFORD  41891 


s  y 


SYSTEMS 


THE  COMPLETE  SHOPFITTERS 


Whatever  your  problem  we  can  solve  it  for  you  including  walls  out,  girders 
in  and  all  the  building  works  involved  in  your  shop  modernisation  scheme. 
Our  Package  Deal'  service  includes  dealing  with  Local  Authorities  where 
planning  permission  is  required,  etc.  Free  Surveys,  Drawings  and  advice 
by  our  expert  consultants,  and  a  very  competitive  detailed  estimate.  We 
can  do  everything  including  floor  coverings,  electrics,  suspended  ceilings 
and  fronts,  all  with  our  own  skilled  labour,  and  our  modern  workshops 
produce  the  highest  quality  purpose  made  joinery  to  suit  all  your  require- 
ments and  of  course  for  the  internal  shopfittings  we  use  the  UMDASCH 
system,  generally  accepted  as  the  leader  in  quality,  design  and  versatility. 
We  are  N.P.A.  recommended  and  cover  all  types  of  trades  in  any  part  of 
the  country.  Why  not  contact  us  now  and  find  out  more  about  us  without 
any  obligation. 


Unit  19, 

Britannia  Estates, 
Leagrave  Road, 
Luton,  Beds  LU3  1RJ. 


RING  Luton  (0582)  421851  NOW 


DENTAL  HEALTH  PROMOTION  LTD, 


98%  protection  against  caries  given  by 
Fluor-a-Day  tablets 

A  dentist  writes  to  us.  We  did  a  survey  of  1 50  five-year  old  patients;  98%  of  those  who 
had  fluoride  tablets  since  birth  had  perfect  mouths;  2%  had  one  filling  each.  Of  the 
children  whose  mothers  had  advice  on  diet  and  regular  treatment  but  no  tablets  7V2% 
had  perfect  mouths  and  the  others  158  fillings  and  34  extractions". 

Please  contact  your  wholesaler  In  case  of  difficulty  contact: 

DENTAL  HEALTH  PROMOTION  LTD, 
130  FINCHLEY  ROAD,  NW3. 
TELEPHONE:  01-794  8902. 


Rodine  C 

FOR  RATS 
&MICE 


RBNTOKi: 

PRODUCTS  THE  PROFESSIONALS  USE 

RENTOKIL  LTD,  PRODUCTS  DIVISION.  FELCOURT.  EASTGRINSTEAD 
WEST  SUSSEX  RH19  2JY  Telephone  Lngtield  (0342)  833022 


PLEASE  MENTION 
Chemist  &  Druggist 
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Aspro  Clear  your  shelves 


clear 
clear 


I  clear 
j  clear 
,  clear 
,.  clear 
!  clear 
clear- 


For  headache, 
migraine  pain, 
colds,  flu,  (ever 


clear 


For  headache, 
migraine  pain.  I  soluble 
colds.flu.fever  tablets 


clear : 
clear  I 
clear  ■ 
clear  I 
clear 
clear 


clea 


Fbrheadache.  F]^! 
migraine  pain. 
colds.flu.fever  I  'aoleIS 


ear  clear 


Totally 

For  headache.  soluble 
migraine  pain,  tablets 
colds,flu,  lever 

Conlt'nls:  <1  tablets  Cl~  ~ 


_  i"  Totally 

fbrheadache,  soluble 

migraine  pain.  tablets 
colds.llu.fr 


Aspro  Clear  is  the  fastest-growing  So,  the  sooner  you  Aspro  Clear  you 

general  purpose  analgesic.  shelves,  the  sooner  you'll  clear  a  healthy 

It's  also  one  of  the  biggest  advertisers,  profit 

With  a  £0.6m  plus  TV  campaign  , 

coupled  with  press  support  in  the  national  piAO  K 

dailies  Vylv^Cll  your  headache -fast 

Aspro  is  a  Registered  Trade  Mark 
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